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' THE SYMBOL OF QUALITY IN CHAIN 


paclole}om, 7 .V.| mle) a Wiclele)om) fe) tle: 


ACCO 
HALTER AND DOG CHAINS 


You have to tell ’em to sell ‘em. One way to tell 
them is to hang an ACCO Halter and Dog Chain 
Display in plain view — preferably in a place 
where the chains can be handled. 


Check your chain stock now. Be sure that you 

sell quality chains. Tell your jobber you want 

ACCO Chain, because of its outstand- 

ing quality, better material and perfect 
workmanship. 





AMERICAN CHAIN COMPANY INC. ; A Cc * oO 5 
CHAIN SPECIALTIES 


Coil Chain, Welded Plumber and Safety 
and Weldless Chain 

Steel Loading Chain Well Chain 

Log or Binding Chains Trace Chains 

Porch Swing Chains Heel and Butt Chains 

Hammock Chains Breast and Halter ~ 

Sash Chain Chains 

Dog Chains Repair and Lap Links 

Wagon Chains Hooks, Cold Shuts, ete. 
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THESE TOOLS ARE SELLING 


BECAUSE 


FOR THE FIRST TIME IN HISTORY 
THE JOBBER CAN SUPPLY THESE TO THE 
DEALER SO THAT THE CONSUMER 
WILL BE ATTRACTED 


























PIPE WRENCHES 


[Wood or Steel Handles] SLIP-JOINT PLIERS 
[Black or Nickel Finish] 








NAIL HAMMERS 


io [Any Finish] 


[Any Finish] 


( 10. ANGLE. ADJUSTABLE. @i> -_ 
, Sess... 
treme f 





SNIPS ADJUSTABLE ANGLE WRENCHES 
[Household or Pocket Size] [Semi-finish] 


' IF MADE BY “PEXTO” MAKERS 


> é— 


ASK YOUR JOBBER 


THE PECK, STOW & WILCOX CO., SOUTHINGTON, CONN. 
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Tuer is an age-old saying that 
every Cloud has a silver lining—and, 
believe it or not, many a Corbin 
merchant is discovering that the 
silver lining to the unemployment 
cloud is tramps—and more tramps. 

Every new tramp who wanders 
into your community can make new 
sales for you. And here’s how. 

Women are growing more afraid 
of tramps every day. Each unshaven 
stranger who knocks at their doors 
for a “hand-out” adds to their nerv- 
ousness. Women fear them, and 
often with good reason. 

So do what other clever hardware 
merchants are doing. Feature the 
world-famous Corbin locks and bolts, 
and particularly the husky Corbin 
door fasteners, in your windows and 
on your counters. 

Talk to every man who comes in 
your store about this tramp menace. 


Point out the risk his wife or mother 
runs each time she has to answer the 
door-bell. You will be astonished at 
the ease with which you can sell 
man after man—for there is nothing 
closer to a real man’s heart than the 
desire to protect his loved ones. 


Then do one thing more—and a 
big one. Pick out an energetic 
young fellow and show him how he 
can make more money for you and 
for himself. 


Send him out mornings to call on 
housewives. Have him demonstrate 
Corbin door fasteners, and offer to 
install these famous fasteners on 
the spot at no extra charge. You will 





A hot tip on tramps 





be amazed at the sales he makes. 
Furthermore, while he is putting on 
the fastener he has a marvelous op- 
portunity to get acquainted and to 
talk up other items the housewife 
ought to have. You will find these 
extra orders will run all the way 
from new house numbers, hinges 
and night latches to lawn mowers 
and even refrigerators and washing 
machines. . 

Make no mistake about it, selling 
safety is the surest and easiest way 
to get people’s interest—and the 
surest and easiest way to make two 
or three big sales grow where not 
even a little one was sprouting 
before. 


P. & F. CORBIN 88" NEW BRITAIN, CONN,., U. S. A. 


The American Hardware Corporation, Successor 


NEW YORK 





CHICAGO 
Makers of the world’s most complete line of builders’ hardware 


PHILADELPHIA 
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Making 
the wx 
look brighter’ 





Here are a few of the newer buildings which will be 
brighter because they are glazed with Lustraglass 
. . the clearer, flatter, better glass for windows: 


SCHOOLS ... Junior High School, Worcester, Mass. 
—Adolph Johnson, Architect * Westmiddle School, 
Hartford, Conn.—Carl J. Malmfeldt, Architect * Sen- 
ior and Junior High School, Rye, N.Y.—Chapman & 
Woolsey, Architects * Bowman School, Washington, 
D.C.—M. L. Harris, Architect * John R. King School, 
Detroit, Mich.—Lane, Davenport & Bennett, Archi- 
tects * Urban Military Academy, Los Angeles, Cal.— 
Harrison B. Traver, Architect * Men’s Residence Hall, 
North Dakota State College—William F. Kurke Co., 
Architects * School No. 81, Indianapolis, Ind.—Edwin 
Kopf & Deery, Architects * Walnut Hill High School, 
Cincinnati, OhiomGarber & Woodward, Architects. 


BUILDINGS . .. Washington Athletic Club, Seattle, 
Wash.—Sherwood D. Ford, Architect * W.W. Orr 
Doctors Building, Atlanta, GeorgiamPringle & Smith, 
Architects * Illinois Medical & Dental Bldg., Chicago, 
Ill.—Granger & Bollenbacher, Architects * Medical 
Chamber Bldg., New York City—Polhemus & Coffin, 
Architects * L. B. Harrison Hotel, Cincinnati, Ohio— 
Samuel Hannaford & Sons, Architects * Garden 
Apartments, Sunnyside, L.I.—Clarence Stein, Architect 
* City Hall, North Tonawanda, New York—W. O. 
Johnston, Architect * Trans-Pacific Communications, 


Dixon, Cal.—Voorhees, Gonelin & Walker, Architects. 
® 


HOSPITALS... Falk Clinic, Pittsburgh, Pa.—E. P. 
Mellon, Architect * Pownal State School Hospital, 
Pownal, Me.—Harry S. Coombs, Architect * Wm. H. 
Mayberry Sanitorium, Northville, Michigan—City of 
Detroit, Engineers and Architects * Cherokee State 
Hospital, Cherokee, lowa—H. J. Liebbe, State Archi- 
tect of lowa * Home for Incurables, Richmond, Va. 
—Baskerville & Lambert, Architects * Sheppard and 
Enoch Pratt Hospital, Baltimore, Maryland—Wyatt & 
Knowlton, Architects * Letterman General Hospital, 
San Francisco, Cal.—U.S. Government, Architects * 
Michael Reese Hospital, Chicago, IIl.—Schmidt, Gar- 
den & Erikson, Architects * Eloise Hospital Building, 
Detroit, Mich.—-Aaron H. Gould & Son, Architects. 


Residences Everywhere are being Glazed 
with Lustraglass 


P 2 This Label appears on every | 
light of genuine Lustraglass | swerican 
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Lustraglass is the “whitest” ‘of all glass made for windows. 
It transmits more daylight and a substantial amount of the 
shorter (more valuable) ultra-violet rays of sunlight, which 
are shut out by ordinary window glass, yet, Lustraglass costs 
no more than any good window glass... Lustraglass is rightly 
named. Its brilliant lustre and freedom from distortion in- 
stantly distinguish it as a superior product... Write for 

Booklet A-430 . . . Address: American Window Glass 


Company, Fifth Avenue, Pittsburgh, Pennsylvania. 


USTRAGLASS 


FLAT-DRA WN 
iF COSTS NO MORE 









ERE’S areal hard-hitting proposition...a 
money-saving deal and a merchandising 
plan with a punch. Just the business stimulant 
you need for the coming Lamp and Lantern 
season. Features of this unusual plan include: 


1, FREE Lamp. Anew Mode1C331Cole- 
man Lamp FREE with each order for six lamps 
and lanterns. This deal enables you to make your 
customers the following’ generous allowance: 


2. $1.50 Trade-In Offer on any oid 


style lamp or lantern. The sale of the FREE 
Lamp reimburses you for_the allowances made 
on the six exchange deals. 


3. Advertising Support in National 
Farm Magazines, Mailing Folders, Window 
Display Material, Local Newspaper Advertis- 
ing Help, etc. 


4. Increased Sales ana Turnover 
without materially reducing your profit margin. 








These are just a few of the high points of the deal. 

Mail the coupon below for full details. It’s a program in 

trend with the times... designed to help increase your 

Coleman Lamp and Lantern sales-this Fall and Winter. 

Evén if you already have a stock of Coleman Lamps 

LAM PS and LANTERN & and Lanterns, arrangements can be made for you to 
participate in this trade-in allowance plan. Just fill in 

~ ° the coupon and address it to your nearest Coleman 
with the New Sensational office. Complete information will be sent to you at once. 


ROTO-TYPE BURNER The Coleman Lamp & Stove Company 


PT General Offices: Wichita, Kansas, U.S.A. 
Factories: Wichita, Chicago, Toronto 
Branches: Philadelphia, Chicago, Los Angeles 


THE COLEMAN LAMP & STOVE COMPANY 
(Address Dept. H.A. 33 Nearest Coleman Office) 


‘ Please send me full details of your New FREE Lamp Deal, Trade-In Allowance and Retail Sales 
rogram. 


Name 








Address 
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“The recollection of QUALITY remains long after the PRICE is forgotten” —E. C. SIMMONS 
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Nowadays dealers encounter many crit- 
ical buyers. All of them are a bit more 
exacting, demand greater values at lower 
price levels and insist on service unheard 
of a few years ago. 


The satisfaction in selling—the confi- 
dence in installing Myers Self-Oiling 
Power Pumps and Water Systems holds 
a striking advantage for those who look 
to the future for increased business and 
profits. 


Myers quality, uniformly maintained at 
lower prices that set entirely new stand- 
ards of value for water service, supported 
by a permanent organization of pump 
builders whose reliability is recognized the 
world over, gives dealers the opportunity 


to satisfy their trade with dependable 
pumps and water systems that will 
meet the most exacting of pumping 
duties over a long period of years. 


MONS 
CHAMBER 


Plan now for a bigger and better 
pump business during the months to 
come. Water is a daily necessity. There 
: are prospects for modern pumping 
equipment at every turn of the road. Let’s have your re- 
quest by letter or by wire for new catalog and complete 
information relative to the improved line of Myers Self- 

Oiling Power Pumps and Water Systems for any service 
up to ten thousand gallons of water per hour. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
Pumps — Water Systems — Hay Tools — Door Hangers 


ICTION igi 
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The FENCE for the 





MODERN, EFFICIENT FARM 
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CAMBRIA FENCE 





In addition to Cambria Fence and Bethle- 
hem Steel Fence Posts, Bethlehem makes 
other products of interest to the hardware 
dealer, including Plain and Barbed Wire, 
Nails, Staples, Bale Ties and Spring Wire. 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 


District Offices: New York, Boston, Philadelphia, 
Baltimnore, Washington, Atlanta, Pittsburgh, Buffalo, 
Cleveland, Cincinnati, Detroit, Chicago, St. Louis. 
Pacific Coast Distributor: Pacific Coast Steel Cor- 
poration, San Francisco, Los Angeles, Portland, 
Seattle, Honolulu. 
Export Distributor: Bethlehem Steel Export Cor- 
poration, 25 Broadway, New York City. 


Farmers today are much inter- 
ested in such matters as proper farm 
layout, crop rotation, sanitation, 
and dependable protection for live- 
stock and crops. Many of them are 
planning changes and replacements 
that will improve. the efficiency of 
their farms, and increase profits. 
Work of this kind, much of which 
is carried out in the fall, means a 
brisk demand for fence—and in- 
creased sales for the dealer who is 
prepared with a stock of Cambria 
Fence in a full range of styles and 


sizes. 


Cambria Fence is the ideal fence 
for the modern, efficient farm. It 
is a woven-wire, hinge-joint, cut-stay 
standard field fence. Full-gauge 
wire is used in its manufacture. The 
heavy coating of zinc, applied to 
the wire by a special process, does 
not crack, flake or peel. The fence 
can be tightly stretched and still re- 
tain its shape because the Flexo 
Joint and the Tension Curve give 
it resilience, strength and flexibility. 
Cambria Fence is a quality product, 
and gives the farmer full value for 


every dollar. 


BETHLEHEM 





STEEL FENCE 


POSTS 





CAMBRIA 
FENCE 


a 
Bethlehem Steel Fence 
Posts 


are made from high-carbon 
new-billet steel and are pro- 
duced in angle and tee sections, 
in both punched and self-fasten- 
er types. They are strong and 
durable and will give many 
years of service. The use of 
Bethlehem Steel Fence Posts 
with Cambria Fence is strongly 
recommended. 


Studded Omega “U”’ 
Fence Posts 
The Omega or “U”-shaped 


section runs through the entire 
length of this post. The two 
parallel sides provide double 
strength. Seven wire clips are 
used to lock the fence wires se- 
curely to the post. High-quality 
rail steel is used in studded 
Omega “U” Fence Posts. 





Bethlehem Studded 
Steel Fence Omega “U” 
Posts, Fence 

Angle and Post 
Tee Supplied with 
Sections Wire Clips 
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Build for Prosperity. 


NOW fT | 


URING the Summer of 1929 American business was 
recklessly ascending to heights never before 
dreamed of. The “‘sky was the limit”—and science has 
never yet been able to measure that immeasurable 


distance. 


Today—just two years later—American business is 
wearing the white feather. We are just as fearful now as 
we were bold then, and pessimists of the steeped-in-indigo 
variety maintain that “the bottom is the limit.”” And the 


bottom is just as immeasurable as the top. 


Common sense tells us, however, that every economic 


trend, either upward or downward, has its turn, and all 


indications point to an early turn in the right direction. 
Better times are coming, and wise men, those who always 
take advantage of open opportunities, are already prepar- 
ing for the new era. 


So it seems to me that the ppinion expressed by the 
Brookmire Economic Service, Inc., on the opposite page, 
is right to the point and a most appropriate opinion for us 
to give serious consideration to right now. 
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Says BROOKMIRE. .. 


ADVERTISING AND SALES EFFORTS SHOULD BE EXPANDED 


“Advertising and sales efforts should 
be expanded in the coming months, ac- 
cording to the Brookmire Economic 
Service, Inc., which has mapped out 
those sections of the country and those 
industries where _better-than-average 
conditions prevail. Total income of the 
country in the next six months is esti- 
mated by this service at about 8% below 
the same period a year ago, which is a 
smaller decline than prevailed recently. 


“Industries which are enjoying im- 
proved conditions are textiles, shoes, 
tires, clothing and affiliated lines, which 
Brookmire feel will have sustained ac- 
tivity for the next few months. On the 
other hand, it is said that such heavy 
lines as lumber, iron and steel, railroad 
and electrical equipment and agricul- 
tural implements will lag behind. Best 
sales prospects are to be found in the 
textile centers of New England and the 
Southeast, clothing and shoe districts of 
New England, and the eastern manufac- 
turing centers, as well as the tire produc- 
ing sections of Northern Ohio. 


“Farm income, according to prelimi- 
nary estimates, will show a loss of only 
4% from last year and will total in the 
neighborhood of $7,430,000,000. In 
Eastern states and in the Southwest there 
are prospects of improved purchasing 
power for the farmer and, as the cost of 
living has been lowered the country 
over, the purchasing power of farmers 
as a whole will only be slightly lower 
than last year. 


RE 


“Building activity is still restrained 
and, in the Brookmire opinion, im- 
provement will be spotty until next 
spring when a more definite revival 
should occur. The petroleum industry 
appears, it is pointed out, to have past 
its worst phase and during the coming 
twelve months is likely to see some im- 
provement. 


“ ‘Last fall we felt it necessary to em- 
phasize the unfavorable factors,’ says a 
statement, ‘but now the accumulation 
of deferred demand and the deflated 
condition of prices point to recovery in 
the coming year. Profits will be largest 
to those who are alert to take advantage 
of opportunities. Individuals can bene- 
fit personally and do their share toward 
stimulating activity by buying goods at 
current sales or by taking the homes 
that are being offered at sacrifice prices. 
Manufacturers should accumulate raw 
materials for requirements a long period 
ahead and can take over the plants of 
competitors who are in difficulty. Those 
retailers who bring down prices to at- 
tractive levels will achieve volume sales 
and help to restore the balance that 
facilitates recovery in business. Bankers 
in particular, can play a big part by en- 
couraging legitimate enterprise or fin- 
ancing home building where local con- 
ditions justify. Discriminating invest- 
ment of time and money in the nation’s 
industries during the months that are 
immediately ahead will yield proportion- 
ate rewards.’ ” 


Financial News Release by 


The Brookmire Economic Service, Inc. 
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Photo by R. I. Nesmith & Associates 


Glass with Beauty IN it as well as BEYOND it 


HAT you see when you look at a sheet We will be glad to send large or small sam- 

of window glass decides what you will ples for your inspection, so that you may be 

see when you look through it. convinced of the new sales possibilities 

Pennvernon Window Glass possesses a Pennvernon offers. At all the warehouses 

striking beauty. Instead of the old time of the Pittsburgh Plate Glass Company 

waves and unsightly defects, you find a new Pennvernon is available, as well as at lead- 
flatness and a new brilliance that seems " : : 

almost incredible. And Pennvernon has ing Geen Swe. Waite San ane Pamaver- 

non Booklet. Address Pittsburgh Plate Glass 


no “‘wrong”’ side—both of its surfaces re- a : 
tain their original lustrous finish. Company, Grant Building, Pittsburgh, Pa. 


Consequently, Pennvernon Window 
Glass offers remarkable transparency and 
clearness of vision. Bright and clear as a 
slice of winter sunshine, it shows the 
beauties beyond your window as they 
really are. 

It is flatter, brighter, clearer—but Penn- 
vernon costs no more than ordinary glass. 
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One of the Best Sellers 


The Champion Screw Driver has won 
the confidence of carpenters, mechanics, 
electricians, machinists and home own- 
ers. It has withstood every test for 45 
years. 


Made with a forged steel blade of re- 
markable toughness. Blade cannot 
turn or work loose in the handle. 
Handle fits the hand comfortably and 
affords a firm grip. The 


CHAMPION 


Serew Driver 


is one of the best sellers on the market. 
Made in five different patterns and twenty- 
five sizes—from a tiny 114 inch blade on 
the Special to a giant 30 inch blade on the 
Machinist. 


Ask your jobber to supply you. If he can- 
not—write to us and we will refer you to 
the nearest jobber who will. Send for 
catalog No. 10. 


HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


Established 1854 Incorporated 1864 
TORRINGTON, CONN. 
New York Office 151 Chambers St. 
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DIXON’S MAINTENANCE FLOOR PAINT—all-purpose—reduces stock and satisfies a varied 


demand. (Quality—Price—Profit recommend it! 


Write for Color Card 40BF and prices. 


Paint Sales Division, JOSEPH DIXON CRUCIBLE CO., Jerse City, N. J. 
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MARK 


Excelsior Paint and 
Varnish Brushes are 
made with highest qual- 
ity bristles secured in a 
setting that is absolute- 
ly “Divorce proof.” 


You can sell 
them without sac- 
rifice of profit at a 
price, quality con- 
sidered, that is less 
than customers usual- 
suppose. Your Job- 
ber will quote. 


Manufactured by 
EDWARD E. ROBINSON 
347 West Broadway, New York 





Hundreds 

of millions Ss 
of window > 
frames V D> 

and door 7 “<< 
frames— 

and only a 

fraction of 

1% of them 

calked! 

The rest are 

YOUR MARKET. 





Pecora 

Calking Compound 
is a money- 
maker. 


Write us 
for a generous 
offer. 


Pecora Paint Co. 


4th St. and Glenwood Ave., Philadelphia, Pa. 
Established 1862, by Smith Bowen 
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 Double-action: bleaches as it **removes’”’ 





a ., away in this single pound can (retailing at 
75c) is enough double-action magic to “remove” and 
bleach 200 square feet. Yes—and do it in one operation! 


Don’t for a moment confuse Double X with commonplace 
cleaners, smelly “removers” or dangerous bleaching acids. 
It looks like a harmless white powder and it is harmless 
—to hands or clothing. But what an enemy to varnish, shel- 
lac, wax, dirt and grease! In one swift stroke of the mop 
(or brush) Double X not only makes varnish vanish but 
bleaches the surface (hardwood or soft wood, inlaid lino- 
leum, tile) ready for refinishing. 


DOUBLE = f| Here is a product unique, backed by a steady drum-fire of 








X‘removes” : oe P 
X ble: national advertising. Stock up and hook up—ask your job- 

— ber! Schalk Chemical Co., 357 East Second St., Los Ange- 
les. Eastern Branch: 3932 South Lincoln Street, Chicago. 





Nveuinare 


AUGUST 20, 1931 




















The Name 


RUBBERSET 


TRACE MARK 


on any brush is a guarantee 
that it is of highest quality. 
For your own protection look 
for this trademarked name, and 
this name only, on the brush. 





There is only one RUBBERSET! 


Every RUBBERSET brush is 
set in rubber, but no other 
set-in-rubber brush is a 
RUBBERSET 


RUBBERSET COMPANY 
Newark, N. J. 
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A 
SAFE STEP 

TO HIGHER | 

LADDER PROFITS 


RICH 


Safe Spruce 


LADDERS 


FOR EVERY PURPOSE 







“Get RICH Quick for Ladders’’ 
The Rich Pump & Ladder Co., Cincinnati, Ohio 





Here is the fastest selling 
Patching Wood in America 


Y, lb. can 
25c seller 


Bigger Profits! 
Quicker Turnover! 
Also in tubes and 1-lb. 


cans. Order from your 
jobber, or write direct. 























The gE 

SHEFFIELD ' 

Bro (Wer & Stencil Co. ba 

5817 Kinsman Road ie 

2/3 wsniat ie Cleveland, Ohio b 












































y BRUSH-NU COMPANY |. 


BALTIMORE MARYLAND 
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“Quality leaves 
sts imprint” 
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R-W “Swingtite” doorway equip- 


ment (hinge doors). 

















R-W OveR-Way doors, with 
unique features not possessed 


R-W 





R-W “Slidetite’’ doors can be operated easily in any 
weather by man, woman or child 
center posts in wide openings. (Electrically operated 


. no hazardous 


for commercial or private garages, if desired.) 


‘Choose any type of door 
from the R-W Line 


Ease of operation and continued 
trouble-free performance are 
the outstanding features of 
R-W Slidetite doorway equip- 
ment. So easily do the doors 
fold and slide that a child can 
operate them. All the hardware 
is inside the garage away from 
the weather. The doors fold in- 
side so snow and ice never inter- 
fere. In openings up to 30 ft. 
width, there are no hazardous 
center posts. You can operate 
R-W Slidetite equipment with 
electric controls or by hand. 


Experienced engineering of 
every part insures silence, 
economy and other conspicu- 
ous R-W features. 


Should you wish for the DooR- 
Way (overhead), SlidaSide 
(around the corner), parallel 
sliding, or Swingtite (hinged) 
doors, R-W can supply them. 
An R-W installation is all the 
guarantee you need of lasting 
satisfaction. Send for R-W cata- 
log illustrating all types of doors 
andselect theone you want from 
the complete R-W line. 


Richards-Wilcox Mfg.€o.  ~ 








Indianapolis St.Louis New Orleans 
Los Angeles San Francisco Omaha 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 

Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 

Moines Minneapolis Kansas City 1680 /193! 

Seattle Detroit Atlanta Pittsburgh 


Milwaukee  Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 










“Slidaside” 
corner) garag 

















HEN Wooster Brush prices take a 

drop like this— it’s Front Page News! 
Think of it! Now you can buy and sell the 
finest painting tools at the cost of un- 
known, unadvertised brands. 


Before you sign any brush orders—see 
Wooster’s new line up: Pre-war prices, 
new numbers, a balanced line, national 
advertising month after month, new store 
display helps and model stock control that 
cuts brush investment—boosts turn-over 
and profit. 


With rock-bottom prices and sky-high 
quality—Wooster’s 1931 proposition 
tops them all. Wait until an authorized 
Wooster brush distributor salesman can 
bring you complete information. Mail 
the coupon. 
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The Wooster Brush Company, Wooster, Ohio 


(Insert approximate date here please) 
send an authorized Wooster brush salesman to show us Wooster’s 
amazing new values and all the profit making details. 


h-8-20-31 
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F More Ames Shovels 
are soldthan 
: any other kind 










MRRAES SHOVEL & TOOL CO. 


NORTH EASTON MASS. ANDERSON, IND. 
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MAKING 
SALES 
and 
SAWING 
EASIER 


Hire is a trade mark that 
stands for something. 

I say so because I have used 
it and find it makes selling 
easier. 

For nearly seventy-five years 
it has been put on saws and 
tools as a mark of the value of 
quality in service. 

When you show it to a cus- 
tomer on a saw it means that 
one of the country’s biggest in- 
stitutions stands back of the 
material and workmanship and 
value of the saw you sell. 

All over the world saws bear- 
ing this mark are proving their 
value. It is a proof of satisfac- 
tion in thousands of uses in cut- 
ting stone, wood, metals, bone 
and materials of every sort. 

When you sell saws and tools 
you not only sell what they are 
but what they will do in ser- 
vice. 

And the Atkins Trade Mark 
has become an insignia of ser- 
vice. 





I have seen this mark, worn 
so you could hardly tell it, on 
saws that have given a lifetime 
of valuable service. It means a 
value that your customer should 
know. 

And every time you sell a saw 
with this mark on it you are 
sending out one more evidence 
of its value. It makes your sell- 
ing easier because back of it you 
have the record of nearly sev- 
enty-five years of success in 
proving value in use. 

The A-A-A stands for “Atkins 
Always Ahead” which is an- 
other way of saying that those 
who follow are always a little 
behind. Let the Atkins Trade 
Mark help you sell just as it 
helps the customer saw. 

(Signed ) 


cs) 


ATKIN 








THIRD PERSON PLURAL 


I, his talk next week, Sam says in selling saws: 
Avoid “I” as much as possible. Remember “YOU” is the buyer and have 


his interests at heart. 


But do not forget “They” the individuals who have used these saws and 


show why “YOU” should want them 


He then explains more in detail the proper relations that should exist between 


“I” and “You,” and YOU and THEY. It will be worth your while to study 


his observations. 


Mail us your name and business connection, and we shall send the complete 
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Sam Sayles Series FREE. Hundreds have. 





No. 401 Ship 
Pattern 







Tas 


is the masterpiece 
of a truly fine line of , 

saws. The same as the No. 
400, except straight back. Genuine 
Atkins SILVER STEEL, taper 
ground, cuts free and easy, does not 
bind. Mirror polish. Has solid 
Rosewood handle of Atkins Im- 
proved Perfection Pattern that pre- 
vents wrist strain. Made in both reg- 
ular and ship patterns. 





























No. 401 regular pattern comes in 
24 and 26 inch lengths. Ship Pat- 
tern 26 inch length only. 


You need only to show the saw in 
comparison with an ordinary saw to 
convince the most skeptical of 
Atkins superior quality. 

Have you read “SAW SENSE”? 
It tells a lot about saws, and we 
will gladly send you a copy if you 
ask for it. 





Atkins No. 10 
Hack Saw Frame 


Fibre Rubber Handle, “easy grip” 
pattern; hung low, directing entire 
force of stroke on a line with the 
cutting edge of blade. Frame of cold 
rolled steel, 3/16 inch thick and % 
inch wide. Nickeled and _ highly 
polished; adjustable to 8 and 12 
inch blades. Depth under back to 
cutting edge of blade, 3 inches. 

With Atkins SILVER STEEL Hack 
Saw Blades, this makes an_ ideal 
combination as Atkins SILVER 
STEEL Hack Saw Blades with the 
Blue End are guaranteed to cut six 
times more metal than any so-called \ 
Tungsten Blades. 

There is nothing finer to make a 
lifetime friend for your store than to 
sell him a good hack saw blade and 
frame—and that’s ATKINS. 

Ask for Atkins “Saws in 
the Shop” or the “Hack 
Saw Blade” book, if you 
wane a lot of good sales 
talk. 
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Competitors or Co-operators 


two factors hinge both success and failure 

in business. To compete wisely and co- 
operate intelligently are the outstanding problems 
of independent merchandising today. 

Who are your competitors? There was a time, 
not many years ago when you might have an- 
swered: “The other hardware dealers in my trade 
territory.” Not so today, however. 

The progressive hardware merchant has learned 
much about competition during the last decade. 
He has come to realize that his real competitors 
are not his fellow hardware merchants, but those 
other merchandisers, such as chain stores and mail 
order houses selling profitable, quick turning hard- 
ware items as side lines. He has learned that his 
competition is a competition for the customer’s 
dollar, especially that part of it which should be 
expended for hardware and allied products. 

But—what is probably the most important dis- 
covery he has made is that the hardware merchants 
in his trade territory are, or should be, his “co- 
operators” in the competitive struggle to keep the 
hardware dollar in hardware channels. He is just 
beginning to realize, however, that cooperation in 
the hardware field is as much an industry prob- 
lem as it is a problem of hardware retailing. 

To regard your fellow hardware merchants as 
bitter competitors today would be to practically nul- 
lify the work of trade associations, trade publica- 
tions and others who believe in unity of effort 
back of a common problem. This is equally true 
with regard to destructive competition between any 


CU ve factors and cooperation—on those 





of the factors of hardware manufacture and dis- 
tribution. 

The crying need of the hardware industry, as a 
whole, is a greater recognition of where its com- 
petition lies and a more general application of 
constructive cooperation; one of the serious prob- 
lems is the wiping out of internal jealousies and 
internal competition. 

What would the hardware industry of this coun- 
try think if the leading hardware publications, 
such as HaRpWARE AGE and Hardware Retailer, 
all working for trade betterment and preaching 
closer cooperation, were to assume the attitude. 
that they were bitter competitors; that their func- 
tion was to fight each other tooth and nail, rather 
than to devote their, time, ability and effort toward 
fighting for the industry they represent? 

And - yet—such an attitude would be no more 
foolish or reprehensible than for the individual 
factors in hardware distribution to spend their 
time strenuously fighting their fellows; throwing 
away their profits in useless price wars on strictly 
hardware items, and becoming so engrossed in 
petty private bickerings that they haven’t time to 
merchandise constructively. 

The hardware industry will always have com- 
petition; every factor in that industry will have 
its individual competition. Why add to the bur- 
den? It is infinitely better to stand shoulder to 
shoulder facing the competition which confronts 
hardware as an industry, and cooperating is an 
honest, intelligent effort to meet and beat that 
—Ltiew S. Soute. 


competition. 
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For the Heavy Door Problem 








-let “Big 4” perform 


HE ease and frictionless freedom 

with which heavy doors glide open 
and close is a revelation in door hard- 
ware of this type. 


The reason for this smooth performance 
is largely due to the application of anti- 
friction roller bearings that carry the 
weight of the doors. 


The rugged construction of the hanger 
itself and the many exclusive features 
incorporated give unimpaired, depend- 
able service, regardless of weather con- 


perfect tread. 


door installation—its merits have been proved. 
Are you properly equipped to serve your trade? 


PLP LP EAP OLD OLD! LP OLD LP OLD LP OLPOLP LP LP VP OLPOLP VP OPO OQ LVL’ 


Write for full particulars 






NATIONAL 
MANUFACTURING 
COMPANY 


ILLINOIS 


“Braced” 


i STERLING 








_ 





ditions. The axles and rivets are Sherardized to prevent rust. 
National “Braced” Rail gives the “Big 4” Hanger wheels a 


Builders are insistent upon the sturdy “Big 4” for every heavy 








National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 
Sliding Door Hangers 
Sliding Door Rail 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
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Once an insignifi- 
cant item in this 
Portland, Me., 


store, 


PAINT 


isnow 
a third 
of their 


TOTAL 
VOLUME 


AINT sales account for 
Prrestic the total sales vol- 
ume of the King & Dexter 

Co., progressive hardware firm 
of Portland, Me. And yet up 
until five years ago, paint was 
an insignificant item in the com- 
pany’s stock, handled and sold 
in small lots for household use. 
About that time a representa- 
tive of a paint manufacturer 
dropped in and told of a survey 
his firm had just completed on 
the paint situation in Maine. “It 
fairly bowled me over,” said Mr. 
King, in referring to the incident. 


AUGUST 20, 1931 






The King & Dexter paint department is in a separate room connected with the 
main sales room. It is well arranged and attractive in appearance. 


“That survey revealed tremen- 
dous possibilities for paint sales 
in our trade territory, and I 
could see that we had been pass- 
ing up a real opportunity.” 
“Then we began to discuss 
methods, terms and agency con- 
ditions,”” he went on, “and when 
the salesman mentioned the quota 
we were supposed to handle 
yearly, it seemed so large that 
we turned it down flat. Finally, 
however, he convinced us that 
we should give it a fair trial, and 
we ordered the stock and opened 
a real paint department. “Inci- 
dentally,” he added, “we ex- 
ceeded our quota during the first 
twelve months, and our sales 
have grown consistently each 
year since. In fact, we have 
been forced to increase the floor 
space of our paint department 
twice in the last four years.” 


Building Up Paint Sales 


To what do you attribute the 
growth and success of your paint 
department?” we asked. “To 


several things,” he replied: “A 
complete stock of one brand; a 
separate, well-arranged paint de- 
partment; a policy of working 
with the master painters and con- 
tractors of our trade territory. 
However, I would say that the 
greatest single factor in building 
up our paint business has been 
the fact that the man in charge 
of our paint department has made 
a study of paint selling from a 
hardware standpoint. 

“Look at that sign,” he said, 
pointing to a card in a prominent 
place in the department. It reads 
as follows: “TELL US WHAT 
YOU ARE GOING TO PAINT 
—WE’LL HELP YOU SELECT 
THE RIGHT PAINT FOR THE 
JOB.” “That tells the whole 
story,” he added. Roger Hay 
helps people select the proper 
paint materials for the job they 
have in mind. He has gained 
the confidence of the paint buy- 
ers and holds their business on 
that basis. 


(Continued on page 64) 





Birmingham, Ala., store of the Long-Lewis Hardware Company, which has been doing business since 1887. 


Their Most Valued Customers 
for PAINT—Women 


ATER to women customers 
C no matter how small their 
purchases, sell them the 
correct application, talk quality 


at all times and know a little 
more about paint than anybody 


else. These are the success 
formulas enunciated by H. H. 
Thoms, manager of the paint de- 
partment of the Long-Lewis 
Hardware Co., wholesale and re- 
tail concern of Bessemer and 
Birmingham, Ala., with a his- 
tory of 44 years behind it. 

Paint is one of the major de- 
partments of the company and 
in fact one of the best all-the-year 
lines. During dull times the 
combined wholesale and retail 
volume runs around $125,000 
annually for both stores. The 
company keeps 25 salesmen on 
the road, one of whom devotes 
all his time to the paint depart- 
ment. It is to the retail trade 
that special attention is devoted 
and it is here that the store has 


24 


Long-Lewis, Bessemer 
and Birmingham, Ala., 
banks heavily upon 
the average woman’s 
paint trade, and by 
giving her painting 
knowledge they build 
permanent customers 
for quality products 
at profitable prices. 


a chance to build up its sales to 
women. As _ the’ Birmingham 
store is located out of the 
crowded downtown district, there 
is plenty of unlimited parking 
space and most of the customers 
come in automobiles. 


Billboards are used throughout the 
territory to advertise the paint 
department. 


A study of the public’s paint 
buying habits reveals to Mr. 
Thoms that women continue to 
buy even during bad business 
years. They may not be able 
to buy as much new furniture or 
other household goods as they 
would like, but this very fact 
makes them all the more deter- 
mined to” brighten up their old 
surroundings with a coat -of 
paint. Hence they purchase 
some new colors for their walls, 
floors or old furniture. 

“Our most valued paint cus- 
tomer is the woman who buys 
only a small amount at a time,” 
said Mr. Thoms. “She is well 
worth cultivating because she 
buys all during the year, includ- 
ing months when volume is ex- 
pected usually to fall off. We 
not only sell her paint but the 
correct application as well. A 
woman who buys a pint of 
enamel and is satisfied with the 
results obtained becomes at once 
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a salesman for the store. Her 
-husband is likely to come here 
the next time he wants to paint 
the exterior of his home. 

“In the matter of the proper 
application consider interior 
wall decorations. Paint is gain- 
ing in favor over wall paper, 
but a woman is likely to make a 
mess of a wall job unless the 
dealer instructs her in the prop- 
er application. As a matter of 
fact, painting of walls is much 
easier than papering once the 
proper. procedure is learned. 
With bright colors being so 
popular these days a housewife 
is inclined to paint her walls 
each year. It takes about five 
gallons to paint the average 
house, so this business will bring 
considerable volume to any 
store. But the dealer should be 
prepared to tell the customer 
how to apply the paint. 

“She should know that old 
paper walls should be sized be- 
fore painting. Usually some 
transparent liquid is used to seal 
the porous character of the walls 
and to prevent suction. This is 
unnecessary on old _ painted 
walls. Water, dirt and grease 
cause many complaints, so the 
customer should be reminded 
that the walls should be thor- 
oughly dry, clean and grease- 
free before being painted. There 
are other more or less technical 
points which if the dealer does 
not know he ean learn from the 
manufacturer or by study of text 
books on the subject obtainable 
from the library or through pe- 
rusal of trade journals. 

“A few words of information 
about the proper paint brush to 
use may lead to a sale. We ad- 
vise about an 8-in. calcimine 
brush and often illustrate the 
proper stroke for the best re- 
sults. Overlapping of the strokes 
may cause the paint to dry un- 


evenly. We find feminine cus- 
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tomers particularly appreciative 
of any pointers we can give them 
as to the proper application.” 

Mr. Thoms states that in ca- 
tering to women customers it is 
necessary to keep up with the 
changes in buying habits and 
preferences of the public. If 
necessary, he says, a new dealer 
should be willing to go to un- 
usual length to obtain new ideas 
and get away from routine meth- 
ods. He points to the ever- 
increasing development of new 
merchandise and changes in buy- 
ing habits. 


Tells Why Paint Costs More 


Mr. Thoms takes every oppor- 
tunity to remind customers that 
there is a difference in paint. 
On one occasion a woman cus- 
tomer could not understand why 
the store asked $1 more per gal- 
lon for paint than the same 
quantity could be purchased for 
at another store. He reminded 
her that she could purchase a 
pair of shoes for $3 or $10, but 
that she would probably come 
nearer getting her money’s worth 
in the $10 product. The custom- 





er was open to the quality ap- 
peal and Mr. Thoms says any 
reasonable customer can be con- 
verted on this point. 

“The public has been sold on 
the idea that paint preserves 
property,” said Mr. Thoms, “‘and 
a little more effort will convince 
customers that the best paint is 
the cheapest in the long run. It 
costs no more to apply, looks 
better and lasts longer.” 

Long-Lewis had its beginning 
at Bessemer, located 12 miles 
from Birmingham. It had such a 
growth that it extended its ac- 
tivities to the larger city of Bir- 
mingham and two years ago 
erected a Birmingham store with 
a floor space of 84,000 sq. ft. 
and which is pronounced one of 
the finest in the country archi- 
tecturally. 

The concern maintains both a 
wholesale and retail 
carrying a complete line of house- 
hold goods, sporting goods, toys 
and small hardware for the con- 
venience of retail patrons, while 
every line of hardware from 


nails to boilers, automobile ac- 
(Continued on page 63) 


business, 


Paint is one of the major departments and one of the best all-the-year lines. 



























ONE LESSON— 


By SAUNDERS NORVELL 


\\ JE have all heard the story of the 
man who, as he was led out to be 
hanged, was asked if he had any- 

thing to say in farewell. His reply was: 

“Gentlemen, all I have to say is that this 

will be a lesson to me.” 

Adversity is a great teacher. Most of us 
will not follow advice. Most of us will 
not even be warned by what happens to 
others. Personal optimism is a natural, 
necessary, sometimes very dangerous thing. 
It may happen to other people, but we 
really do not believe it will happen to us. 
So, we play with fire, take chances, and 
then when we get a good burning we are 
very much surprised. 

What are the lessons of the present de- 
pression through which we are passing? 
Each one of us, governed by our own par- 
ticular experience, will gather our own les- 
son. The first lesson that I see is that each 
one of us should be careful to build up a 


surplus, and we should invest that surplus 
where we are dead sure it is safe. We 
should not consider the rate of interest. 
We should only consider safety for the nest 
egg we lay aside for a rainy day. That is 
just as true of business as it is of the indi- 


vidual. Those businesses that in good 
times, by farsighted and careful manage- 
ment, built up a good surplus, are not 
worrying today like those other businesses 
that came into these times without any sur- 
plus. Employees in accepting jobs in fu- 
ture, might be justified in asking: “How 
does your surplus account stand?” 

Necessity knows no law, and those busi- 
nesses that have found themselves up 
against heavy losses without a back log in 
the form of a surplus, have had no other 
alternative, but to reduce expenses in every 
manner possible. They cannot be blamed 
now for cutting down on time, or reducing 
wages, but they should be blamed for not 
building up a surplus when they had the 
opportunity. 


What becomes of surpluses? A surplus 
is a dangerous thing. Someone has said 
very wisely that “a lot of rest makes one 
restless,” and following the same idea, a 
good sized surplus is an overpowering call 
on some business men for expansion of 
some kind or other. 

When all of us were in the delightful 
“new era” that was discoyered by econo- 
mists, we thought everything was normal. 
If, in our chemical factory, we had four 
pots making a certain chemical, why not 
add two pots more? By doing this we 
could increase our profits more than 50 
per cent because we would save the over- 
head on the extra two pots. So we used 
up our surplus, and even in some cases, 
borrowed money to add the two pots, and 
when the two pots were added the demand 
fell off to the point where of our original 
four pots we could only keep two pots boil- 
ing. This of course was very sad, and then 
having used up our surplus or having gone 
into debt for the extra two pots, all we 
knew how to do was to cut down on our 
advertising, cut down our force of em- 
ployees, and reduce salaries. 

All of this, of course, when stated in 
this bald manner does not sound very in- 
telligent, and it has not been intelligent. It 
has been foolish, but unfortunately the in- 
ngcent have to pay for this ack of intelli- 
gence and foolishness. If all individuals 
were trained from early childhood in the 
full meaning and value of a surplus, these 
children would, when they became business 
men, remember this training and they 
would build up and keep a surplus in busi- 
ness. So the trouble goes back, like most 
troubles of a social nature, to the training 
of children. How many children are 
trained to save money today? How many 
have the saving idea? It seems to me that 
this good old fashioned idea of saving 
money has about passed out. 

(Continued on page 56) 
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Brawley Bros. Went Out to “Be Shown” on Open Display 


—in Doing So They Found the Reasons 


Why Some Hardware Stores Do Not 
Benefit from Open Display 


HEN Brawley Bros., of 
Charleston, W. Va., be- 
gan investigating the 


matter of installing new and 
modern fixtures and store ar- 
rangement, they turned up some 
very interesting reasons why 
some hardware stores did not 
benefit as thoroughly as they 
should from new arrangements. 

The Brawleys anticipated all 
the fancied drawbacks to open 
display tables. They did not 





believe that the open-top tables 
would increase sales very much, 
and, frankly, they felt that many 
of the arguments in their favor 
were “the bunk.” They had 
seen hardware stores install the 
new arrangements and fail to do 
anything wonderful in the way 
of increased business; they an- 
ticipated increased losses through 
thievery. But in spite of these 
facts it was evident that open dis- 
play methods, properly used, 


were too advantageous to be 
ignored; so they set out to find 
why the said hardware stores 
were not getting the real benefits. 

They found that, in every in- 
stance, other factors rather than 
modern fixtures were at fault. 
The equipment was misused. 
Most of these stores, apparently, 
had decided that the prime pur- 
pose of modern display fixtures 
was to copy the five and ten-cent 

(Continued on page 63) : 


al 


Brawley Bros., Charleston, W. Va., after putting in modern equipment, used that equipment as it is 
intended to be used. Result: real satisfaction. 
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Cashing In On 
CURIOSITY 


Twenty-fifth of 
a series of ar- 
ticles for the 
man on_ the 
sales floor. . . 


URIOSITY is a decidedly 
C human attribute; ‘and as 
such has: its influence on 
sales. Every one is curious. If 
you think differently, just try 
covering the show window with 
dark paper, leaving only a circu- 
lar peephole in the center. No- 
tice how many people stop to 
look through that peephole. Or 
—post yourself at some busy 
street corner and gaze intently 
at some passing cloud in the sky. 
In less than five minutes there 
will be a bunch of star-gazers 
around you that will block traffic. 
Therefore, since people are natu- 
rally so curious, it is good sales- 
manship to arouse curiosity in 
regard to the goods you have for 
sale. 

This is the way a certain West- 
ern hardware store puts curiosity 
at work in introducing new arti- 
cles as they come into stock. 








When a new item is received it 
is placed'on.a piece of wrapping 
paper on the wrapping counter. 
The idea is to make *it appear 
that the article has been sold, and 
that the salesman’ has prepared 
to wrap it for delivery. A regu- 
lar sales slip is made.out, with 


4 
a customer’s name, the name of 


the article and the. price, in the 


customary form. . This slip “is:, 


placed beside the article,” and 
turned so that the information on 
it will be visible to anyone ap- 
proaching the counter. The sales- 
man then goes about his work as 
usual, 

Let us presume that the item 
is a new type of plane, and that 
it has been placed on a counter 
or ledge in the tool department. 
When a customer approaches 
the tool section, it is taken for 
granted that he is interested in 
tools. The nearest salesman 


greets him thus: “Good morning, 
Mr. Black. Ill be with you in 
just a moment.” The greeting 
displays a friendly interest, and 
holds the customer until the 
salesman finishes the sale he is 
making. 

Meanwhile the prospective 
customer notices the plane on 
the wrapping paper. It is new 
to him, arid interests him. Natu- 
rally he notes the sales’ slip with 
the name and price, and uncon- 
sciously he reasons as follows: 
“Some one has bought this new 
type of plane, therefore it must 
have merit; some one has paid 
the price indicated, and so the 
price is probably a proper one. 
I guess I’ll look it over.” He 
picks up the plane, and when he 
has it.in his hands and is exam- 
ining it, the salesman steps up 
and says: “I see you are looking 
at that new Blank plane. It is 
one of the newest models and has 
some very practical features not 
found in the other models, etc.” 
He then launches into a carefully 
prepared sales talk. ~ 

The conditions are ideal for 
making the sale. Curiosity has 
paved the way. It has created 
interest and overcome, to some 
extent, the matter of price. It 


vhas placed the article in the cus- 
. tomer’s hands, and created, a par- 
‘tial sense of possession.: In a 


great many ‘case, when the cus- 
tomer has followed- the -natural 
trend and picked up the’article, 
a sale is made, although’the cus- 
tomer had entered the store with 
no intention of buying that par- 
ticular article. The plan works 
well in many lines. During the 
fruit season it sells special pre- 
serving kettles and canning sup- 
plies; in summer it sells électric 


fans and utensils. It always 
(Continued on page 39) 
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By CAMPBELL P. MacRAE 


HE first thing that is re- 
pe in arranging the 
cluster of electric light 
bulbs are two pieces of wood, 
preferably sledge handles, ap- 
proximately 24 in. to 30 in. in 
length and fluted on each end. 
Tie these together in the center 
so: as to make a cross and take 
a piece of 2-in. poultry netting 
approximately 60 in. high and 
wrap around the pieces of wood, 
inserting the slot into the wire, 
then wind the poultry netting so 
it is a cone shape and cut out 
all the loose wire on the inside. 
Now that you have the frame 
made you need between 300 and 
400 electric light bulbs ranging 


in size from 40 to» 60 watts. 


Take a piece of cardboard ap- 
proximately 9 in. .square and 
wrap around enough grocer’s 
twine for the number of bulbs 
that you have. — Start at the bot- 
tom and tie the first 25 or 30 


bulbs loosely to the wire so as to . 


make the cluster pointed at the 
end and then continue tying the 
lamp bulbs more tightly to the 
wire, working around the form 
rather than up and down. After 
the cluster is all made, make up 
a short lead about 12 in. long 
and place a red lamp in the bot- 
tom with a flasher button and 
drop it right down in the tip of 
the cluster and then take as many 
two-way and three-way plugs as 
is possible to get inside the clus- 
ter connecting them to each 
other and fitting them with col- 
ored bulbs (about half with 


flasher buttons). Turn out all 
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How to Arrange this Unique Window 


other window lights so that the 
cluster will show up much better 
at night as well as in the day. 
You will note in the picture that 
some of our window lights were 
turned on, but that was for tak- 
ing the photograph only... 
On top of the cluster, I se- 
cured some grape leaves, from 
one of the department stores and 
draped them over the cluster, 
making it appear as a bunch of 
real grapes. The background of 
the window was covered dense- 


ET et PO Te EL TOSS 


ly with fall leaves. The window 
attracted great attention and our 
lamp sales during the week in- 
creased at least 50 per cent. 
The display is so different and 
attractive that it leaves a lasting 
impression with anyone who 
sees it. 

In making this display it is 
well to try making it in a place 
where you have plenty of room 
and can raise and lower the 
cluster while you are working 
on it. 











OWDY, window  trim- 
mers! Let’s hop on the 
paint department this 


week. Paint, you know, offers a 
great opportunity for what we 











Make Your) 


Say “Come 


Just enlarge the 
squares on a 
large piece of 
compo board 
and you have an 
easy way to re- 
produce the can. 
Draw the squares 
lightly so _ that 
they will not 
show through 
your color or can 
be removed easi- 
ly when com- 
pleted. 


will call organized display. 
Ever notice how those chain 
grocers get the utmost in display 
value out of colorfully packaged 
items by massing them? This 








week we have done that with the 
paint display. If you carry a 
well-selected line, the constant 
repetition of the label design will 
be like just so many hammer 
blows to drive home the brand 
name into the consciousness of 
the customer. 

The triangular black space in 
our illustration represents a 
color. Suppose you choose red, 
and place white crepe paper tub- 
ing in radiating direction at the 
back of your display. Boxes, 


covered -with white, form your 
steps on which the cans of paint 
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ir) Vindows 
ie] Hither” 


are placed. Your central poster 
is charted herewith for easy 
copying, but if you can produce 
a cylinder and make it appear 
as a paint can in giant size, so 
much the better. Our suggestion 
for the main color scheme of this 
window is red and white. Any 
necessary relief from these col- 
ors will be supplied by the mer- 
chandise shown. Now, there’s a 
window that will make people 
think about painting, and the 
quality of your particular brand. 

Gardens still need manicur- 
ing, and now is the time to do a 


You can reproduce this poster easily by using this squaring 


method. 


little weeding out in the garden 
goods stock too. Approaching 
autumn with its need for rakes, 
spades and other lawn and gar- 
den tools offers a logical sales 
argument. Make the most of 
the opportunity, by putting in 


It will be accurate, too. 


this window and then backing 
that window up with advertising 
matter. A concentration of this 
merchandise in a store display 
will go a long way toward turn- 
ing some of that stock into real 


cash. 
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WE HAVE ALL THE NECESSARY 
MATERIALS THAT YOU NEED/ 
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N these pages from week to 
week we bring to our read- 
ers the combined efforts and 

ideas of many of the country’s 
best window display men. All of 
our window -display--photographs 


are actual displays that have been 
used in retail stores. They are 
selected for their clarity and 
practicability. 

This week’s group gives three 
paint windows..to choose from. - 











The one~at the top of this page 
comes from Kelley-Duluth Hard- 
ware Co., Duluth, Minn., and is 
the work of their Mr. Klasky. It 
is simply constructed and is very 
effective. : 

From Sioux Falls, S. D., 
comes the battery window 
at the bottom of the same 
page. Their Mr. Decker 
produced this window 
with a wallop. 

Going over to the top 
of page 33, we have an- 
other paint window. 
Those boxes, painted 
black with silver edges, 
make a modern effect for 
displaying paint. This 
window comes from John 
Sawyer Hardware, Wash- 
ington, D. C. 

Aided by a colorful 
window card froma man- 
ufacturer, Cook Hard- 
ware, Selma, Ala., pro- 
duced the unusual win- 
dow. display at the bot- 
tom of page 33. 
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Tested 
Window 
Trims 


YOU 


CAN 
USE 


H. B. Viall, with A. H. 
Marshall Co., Inc., Platts- 
burg, N. Y., writes: “I save 
all my copies and after the 


magazine is two weeks old I 
paste a slip of paper on the 











RSA eee. 
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cover and note the 
page. number that 
will be of interest to 
me at some future 
date. For instance, 


May 28, pages 54, 


020, 39, 59, 67, etc. 


In this way one can 
quickly find just 
what he needs, no 
matter how long af- 
ter publication. 

“T have been a 
subscriber to your 
magazine for a 
number of years, 
and I do _ believe 
you have hit the 
nail on the head 
when you put these 
helps in.” 








PI MVISIA\ SEV aD 


AGE 


ADVERTISING 


SPOQVICE 
FOR HE 
WERK 


THE WIDE AWAKE MERCHANT 








Enameled Steel 


KITCHEN 
CHAIRS 


$()00 


Here’s proof that prices are at 
rock bottom at (Store Name). 
Never in our history have we 
offered a more sensational value. 
No household is complete with- 
out one of these high grade 
utility chairs, made of heavy 
gauge auto body steel, beauti- 
fully finished in baked enamel 
colors, 


YOUR STORE NAME 


/ 


Men Are Talking About Our Values 


And no wonder—it has been more than ten years since you saw 
such high grade merchandise priced as low as you'll find 
throughout our store. Come in and see for yourself. We carry 
everything you need in the way of hardware for the man on 
the farm and the man in the city, too. 


List Items With Descriptions and Prices 








ROPE 


100% Pure Manila Fiber 





34 inch 
O per ft. 100 ft. lengths 


This high grade rope is made from 100 per 
cent selected manila fiber, guaranteeing great 
strength and long wearing qualities. Passed 
the test required by the U. S. Government 
Bureau of Standards with flying colors. 

















HOW -e 
TO ORDER 


If you have local stereotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number 
given under each cut, listing the 
numbers in a column. Figure 
the charge of 35c. for each cut 
when less than ten cuts are 
ordered ; when ordering ten cuts 
or more figure the charge at 30c. 
for each cut ordered. Enclose 
check with order, please—this 
Saves bookkeeping for small 
amounts. Send all orders to 
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ADVERTISING FEATURE 
239 W. 39th St. New York City 


YOUR STORE NAME 














SHOP HERE 


and 
Bank the Difference 


Many thrifty people are doing that very 
thing. Pay us a visit. You'll find it 
worth while. We carry complete lines of 
hardware supplies at prices that speak 
for themselves. We believe you will agree 
that our merchandise is the best that can 
be bought at our low prices. 


List Items With Descriptions and Prices 


YOUR STORE NAME 
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| ADVERTISES CONSISTENTLY 








8-20-4 


IT’S BEEN A TOUGH FIGHT Smart Homemakers 


To Get Such High Quality Merchandise to Sell at 
Such Low Prices 





Watch for Our Specials 


Throughout our store you will 


We've combed the market for values that would convince the find specials th represent tre- 
people of (city or county) that (store name) had brought back porcent po ca int —— Odd 
Old Time Bargains—modern up-to-date merchandise at the lowest lots of merchandise reduced for 
prices in years. No matter what your needs if it’s hardware—we Clearance and Special Buys—all 
have it at a price that will surprise you. Come in today. perfect merchandise and _ all 


marked at thrilling prices. | 
Don’t miss these specials—you’ll | 
always find them worthwhile. 


Covered Saucepan Set 
Highly Polished Pure Aluminum 


$9.00 Set of Three 


High grade aluminumware guaranteed perfect in 
workmanship, design and materia], Set of three 
sturdy saucepans with wood knobs and riveted 
handles. Sizes — A wonderful saving. 


List Items With 
Descriptions and Prices 





CANNING SUPPLIES 


Don’t waste your time and probably YOUR STORE NAME 
your fruit, too, by using old out of 
date canning’ supplies. We have 





modern, up to the minute equipment 
that makes canning a pleasure. Look 
at these prices. 


List Canning Supplies and Prices H O /W 2 


YOUR STORE NAME TO use 


The illustrations, layouts and 
ads supplied with this service 
are especially planned = help 

W every hardware store make its 
NO A (Brand Name) advertising more practical and 


effective by the liberal use of 


PRE E COOKER human interest illustrations. 
Copy is always supplied in so 
far as it is practical for use by 

for $().00 


all of our clients. ‘dn 

The description and pricing of 

the items must necessarily be 

left to the individual store in 
Here’s a cooker that is recognized as the most cases. In writing the = 
quickest, safest and most economical way scriptions to give to your ac - 
to prepare your meals. Think of it—cook with the Supplied ad —— 
an entire meal in one-third the usual keep in mind that brief, to t ¢ 
time, saving fuel and retaining all the point descriptions are the most 

ci’ < setive » stvle size. ec > 
natural flavors and food values. Pres- effe = Rae — igor 
sure cookers are recommended everywhere unusual be u at Sno ee | 
as the safest method of canning. Don’t economies ° a — the use of 
put it off another day—enjoy the benefits the ge s —", ne wore oa 
of a pressure cooker now. Take advan- here Fags yore " lara ge wall 
c i thi ‘ desirable to show former as we 

tage of our low price on this heavy cast 
aluminum cooker completely equipped for ; ( : 
i i j dil tion arises concerning the use 
ong a St SN Size of these ads, write us. You'll 
_— find us willing to help you sell 
more hardware at all times. 


as reduced price. If any ques- 
Y O U R S Er O R E N A M E HARDWARE AGE. 
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BPacobs Builds Business 


Fundamental Hardware 


ESLIE E. JACOBS, president 
of the New England Re- 


tail Hardware Association, 
believes, that no matter how di- 
versified a hardware merchant’s 
stock may be, his business should 
always maintain its hardware 
identity. In other words, his 
store should be a_ recognized 
headquarters for those items and 
lines which are fundamentally 
hardware. This, he maintains, 
is a hardware dealer’s one out- 
standing advantage over his cam- 
petitors; an advantage similar to 
that which a specialist has over 
a jack-of-all-trades. 

As proprietor of the Elms 
Hardware Co., Auburn, Me., he 
practices what he preaches, and 
his records prove that in his case 
at least the policy is profitable. 

Naturally Mr. Jacobs does not 
believe that a hardware retailer 
should stick exclusively to staple 
hardware items. He believes that 
there are many items and lines, 
not strictly hardware, which can 
be profitably sold in hardware 
stores. He does believe, how- 
ever, that staple hardware should 
be the foundation on which a re- 
tail hardware business is built. 

The “Elms Hardware” is the 
only hardware store in Auburn, 
a residential and manufacturing 
city of about 17,000 people. 
However, just across the Andro- 
scoggin River, and easily acces- 


36 


tems 


By LLEW S. SOULE 


sible by bridge, is the city of 
Lewiston, with a population of 
32,000 and a total of nine hard- 
ware stores. In Auburn there are 
eight large shoe factories and 
four small ones, employing 6000 
people. Leslie Jacob’s prob- 
lem is to hold his trade in 
Auburn against the strong com- 
petition of progressive Lewiston 
dealers. The fact that he has 
been able to maintain a constant- 
ly growing business he attrib- 
utes largely to his reputation for 
always having in stock the fun- 
damental items which people ex- 
pect to find in hardware stores. 
His business with the factories 
and mills has been acquired ‘by 
catering to their needs with a 
wide range of kinds and sizes 
of staple hardware lines. 

For example, he carries in 
stock a total of 512 kinds and 
sizes of bolts, as follows: 

Sizes 


Carriage bolts, 3/16 x 1 in. to 
TAS & 12 |. eee Sane, Cooma | 
Machine bolts, 144 x 1 in. to % 
CeO. 3.022 ee. OO 
Lag bolts, 44 x 1 in. to %x12in. 62 
Shoe bolts, 3/16 x 1% to % x 


SOGAS ...... 5 oe ee rows. 41 
Stove bolts, 4 x 1% in. to 3g x 6 in. 156 
T bolts, 14 x 1 in. to 3g x6in... 16 


The stove bolts come in both round 
and flat head. 


Only recently the men in 
charge of the Government Geo- 
logical Survey for the State of 
Maine needed some bolts of large 
size and were unable to find them 
until someone advised trying the 
Elms Hardware. Jacobs sold 
them 150 from stock, and inci- 
dentally furnished them with a 
good-sized bill of other items. 

His stoek of nails is equally 
comprehensive, consisting of 173 
kinds and sizes as follows: 


Sizes 
Common wire nails....... aa 10 
PRS c.f, Ses hia Gey ecg Po. =. FO 
BA0GY MMUBT ES. Ys oo ss kas «ws 3 
Rane Glee ss 6 S505 os... 5 
Reape RUNES PA, 2). Bis tors oS n y's 9 es 12 
Patel MAME hie SS SS 1 
” Rta 1 
RMN CEMNEED 022. cSt sok bee 1 
Barbed roof nails .............. 5 
LS 2 eens ree eae 3 
PGRISHING MANS . ..o.5. ge Ss 6 
REY. DOK MNES: coc icncesaces 3 
Plaster board nails .:..:....... 4 
Galennied WANES 65S OS 15 
Cement coated nails............. cf 
3 EP a oe eee re 18 
iGeeeeh POMEIB Soo; 5. bs Sls Saws 4 
Trunk (tinned) nails........... 8 
RIE PUNEED 9 55. Sate cs ss cis oe ess 9 
ME tees eRtt cement tea tree 34 
| ee ae eee ee Se 8 
EE NEN oe c.saser- cateulee gists 5 


The Elms Hardware Co. car- 
ries an average of two carloads 
of nails in stock all the time, and 
many a profitable order in other 
lines is held by having the re- 

(Continued on page 62) 
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FAITH and COURAGE 


by OLIVER B. SURPLESS 


EADING financial _ statisti- 
L cians back in November, 
1921, when business con- 
ditions were subnormal and un- 
satisfactory, prophesied at that 
time that the general prospect 
was “for slow and_ irregular 
business for ten years”—“for a 
long and slow recovery to a gen- 
eral level of subnormal slow 
business”—“prices will advance 
a little from present levels and 
then fall once more; recovery 
will be slow”’—‘“business will 
come back to fairly slow oper- 
ation in three years”—‘“the period of read- 
justment will be long; it will take at least ten 
years’ —“business will make a slow return 
to a profit basis in about three years.” 

Please note these pessimistic forecasts were 
made in November, 1921; at that time busi- 
ness was really improving, but the experts 
did not know it and within sixteen months 
business was so far above normal that the 
experts became frightened again. 

Today the major economic factors are very 
much more favorable to rapid recovery of 
business than they were in 1921 and it is a 
matter of sober belief that exactly as the 
Depressionists of 1921 were routed, just as 
surely the Pessimists of 1931 are now in for 
a rude awakening. 

There are said to be six million Americans 
without work, commodity prices are down 
and many business enterprises are having a 
hard time to make both ends meet—the banks 
are holding securities that look like a man 
after 20 days of serious illness—the rail- 
roads are calling for help—real estate is in 
the doldrums—our great industrial plants 
are half idle—our export trade has taken a 
nose dive—China is in something like chaos 
—there are forty million unemployed in 





OLIVER B. SURPLESS 


India—the bottom has dropped 
out of silver—Russia is with- 
drawn from the civilized world 
—Great Britain is staggering 
under a mountainous public 
debt—Germany is _ struggling 
with reparations—South Amer- 
ica is in political ferment—Pol- 
lyanna is in tears. 

We are not going to say our 
troubles are unreal, for that is 
not true. But the one thing that 
must be said is, the means of 
our recovery are in our hands. 
The wealth of the country has 
not been destroyed, false values have been— 
but the United States is at this moment the 
richest country in the world in capital re- 
sources—rich in producing ability—in organ- 
ization and efficiency—in the character of its 
people—the wheel of progress is on a dead 
center, but the wheel is there and it will whirl 
again. 

The difference between 1929 and 1931 is 
the difference of our morale and our faith 
in the wealth and power of our country. Two 
years ago the horizon was no limit. The pos- 
sibilities of our owh market and the world 
markets were without limit to American in- 
vention, our confidence became overconfi- 
dence, but the pendulum has swung to the 
other extreme—too many have lost faith in 
themselves—too many have lost faith in our 
ability to make the American people and the 
world want our products. 

This is defeatism—the American market . 
is here—the American people are here—they 
are not broke, they are the same people they 
were in 1929. Millions are out of work and 
unable to obtain what they want, but many 
more millions have the means to buy. 


(Continued on page 54) 
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PHILADELPHIA, Pa.: We under- 
stand there is a firm by the name of 
Freedman who makes a cast die 
nozzle in chromium and dull brass 
finishes. Provide correct name and 
address of this concern.—The Fisher 
Hardware Co. 

ANSWER: Philip Freeman Co., 
92 Bowery, New York City. 

* & * 

Great Neck, N. Y.: Who makes 

Monite glue?—Fileman’s Hardware 


Co. 


ANSWER: Monite Waterproof 
Glue Co., Minneapolis, Minn. 


BeprorD, Pa.: Provide address of 
the Edwin M. Knowles China Co.? 
—Metzger Supply Co. 

ANSWER: East Liverpool, Ohio. 

* * * 

Hackettstown, N. J.: Furnish 
address of the Standard Cap & Seal 
Corp., manufacturers of milk bottles, 
caps, etc.—W. A. Hoffman. 

ANSWER: 1200 Fullerton St., 
Chicago, IIl. 

* * * 

ProvipENcE, R. I.: Who makes To 
Let signs similar to those sold in ten- 
cent stores?—The Rirco Store. 

ANSWER: Cobar. Utilities Corp., 
3922 Fourteenth Ave., Brooklyn, 
ee 

* * * 

REYNOLDs, Ga.: Where can paper 
milk bottles be obtained ?—Reynolds 
Mercantile Co. 

ANSWER: Central Fibre Co., 
South Gardiner, Me.; Standard Pack- 
age Co., 5 Chestnut St., Boston, 
Mass.; Sealright Co., Inc., Fulton, 
N. Y., and American Paper Container 
Co., Toledo, Ohio. 

* * * 

Eprinpurc, VA:. Who makes water 
dippers having glass bowls and 
wooden handles?—-Hugh Saum. 

ANSWER: Indiana Glass Co., 
Dunkirk, Ind., and the Vineland 
Glass Works, East Vineland, N. J. 

CLEVELAND, OHI0: Who makes 
Labor Less Cleaner?—Shaker 
Heights Hardware. 

ANSWER: Clark & Clark, San 
Francisco, Cal. 
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Information regarding 
sources of supply as pro- 
vided readers of Hardware 
Age by its Buyer’s Catalog 
Department is here pre- 
sented as an aid to others 
in the trade who may be 
seeking the same articles. 
The inquiries reproduced 
have been selected because 
of their general interest to 
hardware merchants and 
buyers. 


Newark, N. J.: Advise address of 
Edwin Hills, a manufacturer of small 
soldering sets, formerly located at 
Plainville, Conn.—The Star Heel 
Plate Co. 

ANSWER: The Waterbury Button 
& Mfg. Co., Waterbury, Conn., is the 
successor to the above mentioned 
concern. 

* * * 


PeortA, ILt.: Who makes the Ideal 
hedge trimmer?—South Side Hard- 
ware Co. 

ANSWER: Bartlett Mfg. Co., 3034 
E. Grand Blvd., Detroit, Mich. 









CuatTuaM, N. J.: Who makes the 
Duette dry cleaning machine for 
home use?—Trowbridge & Atteridg. 

ANSWER: Duette Mfg. Co., 303 
Fifth Ave., New York, N. Y. 


* * * 


NewsurcH, N. Y.: Who makes the 
Lawler mop wringer ?—Weed & Bag- 
shaw. ‘ 

ANSWER: S. C. Lawler & Co., 
122 Curtis St., Chicago, III. 


* * * 


DANVILLE, Va.: Who makes the 
Midget Marvel flour mill?—Virginia 
Hardware & Mfg. Co. 

ANSWER: Anglo American Mill 
Co., Owensboro, Ky. 


* * * 


Peoria, ILL.: Provide a list of 
manufacturing concerns producing 
power lawn hedge trimmers.—C. R. 
Vertrees. 

ANSWER: The list as it appears 
in the Hardware Age Catalog for 
Hardware Buyers was furnished. 


* * * 


CrosweELL, Micu.: Who makes the 
Sunbeam electric washer or where 
can repairs be secured for this ma- 
chine ?—Straffon Hardware Co. 

ANSWER: Silent Washer Co., 
Clintonville, Wis. 


* * * 


LaKE Pracip, N. Y.: Where can 
we obtain porcelain, waterproof 
enamel shelf paper?—Lake Placid 
Hardware Co. 

ANSWER: L. Hyman & Sons, 102 
Prince St., New York City. 


* * * 


St. PeETersBurG, FLa.: Who makes 
the Woods Big Fist shovel ?—Harri- 
son Hardware & Furniture Co. 

ANSWER: Woods Shovel & Tool 
Co., Piqua, Ohio. 


* * * 


Satem, N. J.: Who makes the 
Hobart spill-proof tackle box?— 
Chas. W. Caspar. 

ANSWER: Hobart Metal Mfg. Co., 
801 Sixteenth Ave., 
Minn. 


Minneapolis, 
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Gouverneur, N. Y.: Advise cor- 
rect address of the Stronach Door 
Check Co., formerly located at 618 
So. Canal St., Chicago, Ill.—C. P. 
Collins. 

ANSWER: 160 No. Wells St., Chi- 
cago, Ill. 

* * * 

Newport News, Va.: Advise if the 
John S. Frary Co. is still in business 
at Bridgeport, Conn.—Rosenbaum 
Hardware Co. 

ANSWER: This firm has been ac- 
quired by the Stanley Rule & Level 
Co., New Britain, Conn. 


* * * 


ATHOL, Mass.: Who makes the 
Androck sanitary dust pan?—John 
J. Perry. 

ANSWER: Washburn Co., Worces- 
ter, Mass. 

: * * * 

Pear River, N. Y.: Provide ad- 
dress of the Shakespeare Co., who 
manufacture fishing tackle.—George 
W. Hadeler. 

ANSWER: Shakespeare Co., Kala- 


mazoo, Mich. 


Cuicaco, ILt.: Advise if the Louis- 
ville Electric Freezer Co. is still in 
business, and if so, where are they 
located ?—Carson Pirie Scott & Co. 

ANSWER: Louisville Electric Mfg. 
Co., Thirty-first and Magazine Sts., 
Louisville, Ky. 

* * * 

Union City, N. J.: Who makes the 
Kerogas oil cook stove?—A. Serota. 

ANSWER: A. J. Lindemann & 
Hooverson Co., Cleveland and First 
Aves., Milwaukee, Wis. 


* * * 


Hope, ArK.: Provide address of 
the manufacturer making the No. 700 
Becton-Dickinson & Co. candy ther- 
mometer.—K. G. McRae Hardware 
Co. 

ANSWER: Becton-Dickinson & Co., 
Cornelia St., East Rutherford, N. J. 

* * * 
Pierce, Nes.: Who makes the 


Toro horse-drawn lawn mower for 
golf courses?—-Magdanz Hardware. 


ANSWER: Toro Mfg. Co., 3042 
Snelling Ave., Minneapolis, Minn. 





Port Cuester, N. Y.: Who makes 
Sunshine furniture polish?—Muffs, 
Hoffman & Co. 

ANSWER: E. W. Thumb, 848 Mil- 
ton Ave., Chicago, Ill. 


* * * 


Tacoma, Wasu.: Where can a pair 
of jaws for a 13-in. Carew nipper be 
obtained ?—Henry Mohr Hardware 
Co. 

ANSWER: M. W. Robinson Co., 
28 Warren St., New York City. 


* * * 


HamILton, CanaDA: Who makes 
Saginaw wood faucets?—Mills Hard- 
ware Co., Ltd. 

ANSWER: Automatic Faucet & 
Spigot Co., Saginaw, Mich. 


* * * 


Toms River, N. J.:Who makes Old 
English wax?—Main Paint Supply. 


ANSWER: A. S. Boyle Co., 1934 


Dana Ave., Cincinnati, Ohio. 


Size and Weight Limit of Parcel Post Packages Increased 


HE Interstate Commerce Com- 
[nisin has approved a part 

of the application of the Post 
Office Department in connection with 
the readjustment of the parcel post 
service. This portion of the depart- 
ment’s application covers an increase 
in the size of parcel post packages 
and also an increase in the weight 
limit to zones 4, 5, 6, 7 and 8. 

The new provisions, which will 
become effective on Aug. 1, increase 
the size of parcel post packages from 
84 inches to 100 inches, measured by 
length and girth combined, the latter 

_ to be measured by the largest por- 
tion of the package if irregular in 
size; and also increases the weight 
limit to 70 pounds for the last five 
zones. The previous limit was 50 
pounds in those zones, the 70-pound 
limit applying only to the first three 
zones. — 

In addition to this it is provided 
that the minimum postage charge on 
a parcel measuring more than 84 
inches but not more than 100 inches 
in length and girth combined shall 
be the same as the appropriate zone 
charge for a 10-pound parcel. That 
is, such. parcels when weighing less 
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than 10 pounds will be subject to 
the postage applicable to a 10-pound 
package. Such parcels when weigh- 
ing more than 10 pounds will pay 
the regular zone pound rates. 

The Post Office Department has 
published a new scale of rates cov- 
ering this increase in weight, but it 
is not necessary to quote it here in 
detail, as all parcel post rates, in- 
cluding these, can be set forth in the 
accompanying table. 

The Interstate Commerce Com- 
mission still has under advisement 


the part of the department’s applica- 
tion changing specific rates on parcel 
post, which, if authorized, will affect 
this entire formula. However, deci- 
sion will undoubtedly not be reached 
for some time. 


Zones First Lb. Additional Lb. 


Cents 
Local 7 le. per 2 lb. 
1 and 2 7 le. per Ib 
3 8 2c. per Ib. 
A 8 4c. per Ib. 
5 9 6c. per Ib. 
6 10 8c. per Ib. 
7 12 10c. per Ib. 
8 13 12c. per lb. 





Cashing in on Curiosity 


(Continued from page 28) 


works with novelty items or such 
articles as flashlights, safety 
razors and sport goods. 

There is one thing to remem- 
ber, however. Never sell the cus- 
tomer the article which was on 
the wrapping paper. That one 
is presumed to be already sold. 
Give him a new one out of stock. 


Also, don’t leave any one article 
out too long. Try it for half an 
hour or so and then change it. 

There are great sales possibili- 
ties in other people’s curiosity, 
and it is up to the live salesman 
to devise legitimate ways and 
means of cashing in on those 
possibilities. 














































































































Executive 
News o 
Changes, Meet- a Aid 
ings, Current Jobbers and 
Events in the Manufacturers 
Trade of the 
HARDWARE AGE FOR AUGUST 20, 1931 
HOTEL EDISON WILL BE | the Birmingham branch office, is | Copper Co. Later he became| STANTON, MILWAUKEE 
OFFICIAL HEADQUARTERS | now manager of the Chicago dis- | connected with the Rome Brass | MGR. FOR WESTINGHOUSE 
FOR N. Y. CONVENTION | trict. The Birmingham branch | & Copper Co., now known as the John J. Stanton, merchandise 


Secretary- Manager John B. 
Foley announces that the Hotel 
Edison, Forty-seventh Street, 
west of Broadway, New York 
City, will be official headquarters 
for the 1932 convention of the 
New York State Retail Hard- 
ware Association, Inc., to be held 
in New York City Feb. 2 to 5, 
1932. The exposition will be at 
Madison Square Garden, which 
is but a short walk from the con- 
vention hotel. 


PITTSBURGH PLATE 
GLASS MAKES CHANGES 
IN LINSEED DIVISION 


Several changes have been 
made in the staff of the linseed 
oil division of the Pittsburgh 
Plate Glass Co. Walter M. Gil- 
ruth has been placed in charge 
of the flaxseed buying for the 1in- 
seed oil division. He has moved 
his headquarters from Milwau- 
kee, Wis., where he was local 
manager, to Minneapolis, Minn. 
Ernest F. Seebach was made as- 
sistant local manager in charge 
of the office at Red Wing, Minn., 
while Reuben W. Cornell was 
made production manager of the 
Red Wing and Newark, N. j., 


plants. E. S. Johnston has been 
appointed assistant divisional 
treasurer. 


HERCULES POWDER CO. 
PERSONNEL CHANGES 


L. N. Bent, general manager, 
naval stores department, Hercules 
Powder Co., Inc., Wilmington, 
Del., has announced changes in 
his plant and office personnel. 
J. E. Lockwood, former director 
of sales, is now assistant to the 
general manager, while Agsthur 
Langmeier, former associate di- 
rector of sales, succeeds Mr. 
Lockwood. G. C. O’Brien, for- 
mer manager of the Chicago of- 
fice, is assistant director of sales, 
while Jesse Gibson, sales mana- 
ger, is in charge of Wilmington 
branch office sales, and A. H. 
Sanford, former manager Wil- 
mington branch office, will do 
special sales work’ under Mr. 
Gibson. 


C. H. Boys, former manager of 








office has been discontinued and 
the States of Tennessee, Georgia, 
Florida, Alabama, Mississippi and 
Louisiana will be managed by 
the Chicago offices. North and 
South Carolina will be under di- 
rection of the Wilmington sales 
offices. 


WEBSTER, VICE-PRES.., 
METALCRAFT HEATER 


S. L. Webster, well known to 
the hardware industry for many 
years, has been elected as vice- 
president in charge of sales of 
the Metalcraft Heater Corp., 





S. L. WEBSTER 


Grand Rapids, Mich., and presi- 
dent of the Kelch Ventilating 
Heater Co., holding company of 
the patents under which products 
of the Metalcraft company are 
made. The company manufac- 
tures de luxe heaters for automo- 
biles. 

Until earlier this year Mr. 
Webster had been connected 
with the Sand’s Level & Tool 
Co., Detroit, Mich., as vice-pres- 
ident and general manager. Prior 
to that time he was associated 
with E. C. Atkins & Co., Inc., 
Indianapolis, Ind., as assistant 
sales manager. 





MACFIE, REVERE COPPER, 
ASS’T SALES MANAGER 


Donald Dallas, president, Re- 
vere Copper & Brass, Inc., has 
announced the appointment of 
C. A. Macfie as assistant sales 
manager of the company, with 
headquarters in the general sales 
department, 230 Park Avenue, 
New York City. Mr. Macfie has 
been in the copper and brass 
business since 1912, starting with 
the U. T. Hungerford Brass & 
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Rome Division of Revere. Copper 
& Brass, Inc., and was in charge 
of all sales to distributers in New 
York City and the metropolitan 
area. 

Since the Revere consolidation 
he has been manager of mer- 
chandise sales in the New York 
district. 

E. D. KASER, PRESIDENT, 
DURABILT STEEL LOCKER 


The Durabilt Steel Locker Co., 
Aurora, IIl., has announced 
changes in its official personnel. 
Officers are: E. D. Kaser, presi- 
dent and general manager; V. C. 
Kaser, vice-president; H. S. 
Hatch, treasurer and manager of 


sales, and W. H. Graham, secre- | 


tary. The new president was 
formerly secretary-treasurer and 
was elected’ to succeed C. 
Killian, who resigned because of 
his health. 

Mr. Kaser is an electrical en- 
gineer, and after having grad- 
uated from college spent four 
years with Rochester Stamping 
Co., Rochester, N. Y., following 
which he was works manager for 
the Hughes Electric Heating Co., 
Chicago, Ill. Since 1919 he has 
been interested in the manufac- 
ture of lockers and similar steel 
products. D. V. Trapp succeeded 
E. V. Pauly, who resigned as 
purchasing agent. 

FLORENCE STOVE MOVES 

OFFICES TO GARDNER 


Florence Stove Co. has moved 
its executive offices, including 
the sales, from the Park Square 
Building, Boston, Mass., to the 
plant at Gardner, Mass. The 
company also maintains a plant 


at Kankakee, IIl. 


A. J. COLLINS DIES; 
MANUFACTURERS’ AGENT 


A. J. Collins, 667 S. Hoover 
Street, Los Angeles, Cal., for 
thirty years representative in 
Iowa for the Majestic Mfg. Co., 
St. Louis, Mo., died recently. 
For the last five years he had 
been manufacturers’ agent for 
several household and _ hotel 
equipment companies in the Pa- 
cific Coast district. 








manager in the Northwest dis- 
trict for the Westinghouse Elec- 
tric & Mfg. Co., East Pittsburgh, 
Pa,, has been appointed Milwau- 
kee manager for the company, 
and in his new capacity will have 
charge of Wisconsin and upper 
peninsula of Michigan. Mr. 
Stanton has been with the West- 
inghouse organization since 1915, 
and was made merchandise man- 
ager in 1926. 





ACE STORES HOLD 
PICNIC IN WHEELING 


Three hundred and fifty people 
attended the picnic of the Ace 
Stores, Inc., Chicago, IIl., whole- 
sale distributors, held July 26 at 
Wheeling, Ill. Although the own- 
ers and employees of the orgaai-. 
zation made up the bulk of the 
attendance, some of the local 
manufacturers were represented. 





LAWBER MOVES OFFICES 


Simon Lawber has moved his 
offices to 300 West Forty-first 
Street, New York City. For the 
past year Mr. Lawber has rep- 
resented the Wilson Steel Prod- 
ucts Co., Chicago, Ill., makers of 
rivets, wire, tacks and nails. Mr. 
Lawber is seeking an additional 
line to represent in his territory. 





WESTINGHOUSE MOVES 
WENSLEY TO NEWARK 


Roy J. Wensley, creator of the 
Televox, said to be the first of 
the popular mechanical robots, 
has been transferred from the en- 
gineering department of the 
Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., to the 
meter department at the com- 
pany’s Newark, N. J., works. He 
has been with the Westinghouse 
organization since 1916, and was 
prominently identified with elec- 
tric refrigerator development. 





DU-ALL MFG. CO. OPENS 
NEW YORK CITY OFFICE 


The Du-All Mfg. Co. 
Geneva, Ohio, manufacturer of 
dust mops, has opened offices 
in New York City. W. Clark 
Mahoney is in charge of the of- 
fices, which are located in Room 
615, Fifth Avenue Building. 


























OFFER VOLUME I OF 


DECENNIAL CENSUS 


The Bureau of Census, U. S. 
Department of Commerce, — has 
announced that volume 1 of the 
Fifteenth Decennial Census of 
the United States may be ob- 
tained from the Superintendent 
of Documents, Government 
Printing Office, Washington, D. C., 
at $2 per copy. It is a volume of 
1272 pages having the number 
and distribution of inhabitants 
for State, counties, townships, 
etc. There is a section or chap- 
ter for each State presenting the 
statistics for that State in six 
standard tables. Sections include: 
population of State from the ear- 
liest census to 1930; population 
of principal cities for the same 
period; area and population of 
counties, 1890 to. 1930; popu- 
lation of counties by minor civil 
divisions, 1930, 1920 and 1910; 
population of incorporated 
places, 1930 and 1920, and pop- 
ulation of cities of 5000 or over 
by wards for 1930. 


The summary for the United 
States and various State sections 
are reprinted as bulletins, which 
so far as the size of the edition 
permits will be supplied gratui- 
tously upon request addressed 
to the Bureau of the Census. 
Complete final reports of the 
fifteenth census, covering popu- 
lation, occupations, unemploy- 
ment, agriculture, irrigation, 
drainage, manufacture, mines and 
quarries, and distribution, will 
comprise some twenty or more 
volumes, many of which will not 
be ready for publication before 
the latter half of the year 1932. 
Later volumes will be announced 
as issued. 


Cc. P. TOWNSEND DIES 


Clinton Paul Townsend, 632, 
chief of the patent department, 
Union Carbide and Carbon Corp., 
New York City, since 1920, died 
Aug. 4 at his home in Great 
Neck, L. I., following an illness 
of ten months. He was well 
known as a chemist, having 
served as assistant examiner for 
the department of electro-chem- 
istry of the United States Pat- 
ent Office. He is said to have in- 
vented the Townsend cell while 
with the patent office, having 
worked independently on the 
problem. 

During the World War he was 
consulting chemist-at-large for 
the ordnance department of the 
United States Army, specializing 
in the nitrate division. Mr. 
Townsend associated with Dr. 
Leo H. Baekeland in developing 
technique in the making of 
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bakelite. He was vice-president 
of the Allied Process Corp., a 
director of the Bakelite Corp. of 
Delaware, Bakelite, Ltd., of Eng- 
land, of the General Bakelite 
Corp. and of the Research Corp. 
Mrs. Townsend and two sons 
survive, 


GALLAGHER, PRESIDENT, 
AUTOMATIC WASHER CO. 

W. Neal Gallagher, 
manager, Automatic Washer Co., 
Newton, Iowa, was elected presi- 
dent of that company at a meet- 
ing of the board of directors, 
held Aug. 6. He succeeded H. L. 


general 





NEAL GALLAGHER 


w. 


Ogg as president. Mr. Ogg, who 
has been in ill health for some 
time, had been president of the 
company since it was founded in 
1908. He remains a member of 
the board of directors. 

Mr. Gallagher, who retains the 
position of 
joined the organization in 1916 
as a bookkeeper. In 1918 he re- 
signed to join the United States 
Army signal corps. Shortly after 
leaving the army he was sent 
to Dallas, Tex., as branch man- 
ager, returning to Newton in 
1921 to head the public utility 
division of the sales department. 
In 1924 he became vice-president 
and was made director of sales 
in 1926. He was made general 
manager of the company in 1928. 


general manager, 


CARPENTER HAS CHARGE, 
PREMIER CRUSADER 
FURNACE SALES IN MICH. 


W. H. Carpenter has 
placed in charge of Michigan 
sales for the Premier Crusader 


parlor furnace made by Premier 
Warm Air Heater Co., Dowagiac, 
Mich. He is very well known to 


been 











the hardware trade in Michigan, 
having covered that territory for 
the last eight years. For thirteen 
years Mr. Carpenter had been 
connected with the former Globe 
Stove & Range Co., Kokomo, Ind. 


STEWART-WARNER CORP. 
APPOINTS DISTRIBUTORS 


Stewart - Warner Corp., 1826 
Diversey Parkway, Chicago, IIl., 
has recently appointed several 
wholesale hardware organizations 
as distributors of their radio, 
movie camera and neon Write-It 
Urself signs. Among the dis- 
tributors appointed are: Mar- 


shall-Wells Co., Duluth, Minn., 
Belknap Hardware & Mfg. Co., 
Louisville, Ky., and Bostwick- 
Braun Co., Toledo, Ohio. 


FARM EQUIPMENT MFR.’S 
TO MEET OCT. 21-23 


The of 
Farm Equipment Manufacturers 


National Association 


will hold their convention at the 


Congress Hotel, Chicago, III, 
Oct. 21 to 23, H. J. Sameit is 
secretary of the organization. 


WM. ROSENBERG DIES 


William Rosenberg, 75, vice- 
president and one of the founders 
of the Standard Varnish Works, 
New York City, died July 29 
at his summer home in Bob- 
caygeon, Ont., following a heart 
attack. During the Civil War he 
and his mother ran a Federal 
blockade and reached New York, 


where he helped organize the var- 
nish organization. Mrs. Rosen- 
berg and three children survive. 


———— 


KANSAS PUBLIC UTILITY 
TRANSFORMS STORES 


The Kansas “Utility” 
passed by the Legislature of that 
State, went into operation Aug. 1. 
This law prohibits the utilities 
from selling merchandise. 

According to the Wichita 
Eagle, twenty-nine retail stores 
operated by the Kansas Gas & 
Electric Co., in the State of Kan- 
sas, will now be turned into ex- 


hibition rooms. The company 
will continue to promote sales of 
electrical merchandise through 
other dealers, 


Law, 











BROWN REPRESENTS 
SULLIVAN BRUSH CO. 


A. H. Brown, 137 Beach Street, 
Boston, Mass., has recently been 
appointed as New England repre- 
sentative of the Sullivan Brush 
Co., Terre Haute, Ind. He will 
carry a warehouse stock of Sul- 
livan brushes and mops in Bos- 
ton. Mr. Brown, who handles a 
number of other items, has sev- 
eral salesmen covering New Eng- 


land. 


NEW SALES OFFICE FOR 
GULF STATES STEEL 


The Gulf States Steel Co., 
Birmingham, Ala., opened on 
Aug. 15 a district sales office at 
No. 513 Nerth Carolina Bank 
Building, Greensboro, N. C. 3. 
D. Yardley will be district sales 
manager in charge and the ter- 
ritory will include Virginia, 
North Carolina and South Caro- 
lina. 


OKLA. STORE AFFILIATES 
WITH SEARS, ROEBUCK 


It is reported that Sears, Roe- 
buck & Co., Chicago, IIl., have 
made arrangements for affiliation 
with the Halliburton-Abbott Co., 
Tulsa, Okla., largely a textile 
store. Sears, Roebuck, according 
to the report, will add a full 
hardware line and the store will 
remain under present manage- 
ment. The mail-order house has 
made similar arrangements with 
department or textile stores in 
New Orleans, Oskaloosa, Ottum 
wa, Fargo and with the Becker- 
Ryan store in Chicago. 





CUSACK, BAUEREEIN, 
PURCHASE AGENTS FOR 
INDEPENDENT DEALERS 


Ray V. Cusack, formerly sales. 
manager and department head as 
buyer of various lines, Richards 
& Conover Hardware Co., Kansas 


City, Mo., and J. H. Bauericin, 


formerly with the W. A. L. 
Thompson Co., Topeka, Kan., 
have organized a_ corporation 


known as Cusack-Bauerlein, Inc., 
2004 Grand Avenue, Kansas City, 
Mo., which is to serve as a pur- 
chasing medium for independent 
hardware dealers. 

The intent, as announced, is to 
formulate a buying organization 
similar to that of independent 
druggists and grocers, to combat 
chain stores, mail-order houses 
and drug stores. The organiza- 
tion is in process of formation. 
Every dealer with a volume of 
$10,000 and over pays a service 
charge of $10 per month and 
every dealer with a volume under 
$10,000 pays $5 per month. 

Buying will be on a cash basis, 
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Trade Spotty In 
Character 


New York, Aug. 19.—In 
most of the leading hardware 
markets throughout the country, 
the customary mid-summer lull 
continues in evidence. In two 
districts, Cleveland and Boston, 
current sales are running ahead 
of the like period of a year ago. 
In Southern market centers, the 
recent government cotton report 
indicating an unusually large 
crop has caused enough concern 
to restrict business. As a rule, 
business in other sections reflects 
the usual summer dullness and 
no improvement appears likely 
until the fall demand begins to 
register in September. 

With stocks in both retail and 
wholesale establishments abnor- 
mally low, replenishment orders 
are expected to account for a fair- 
ly healthy volume of business 
within the next thirty days. Few 
retailers, or jobbers are believed 
to have adequate stocks on hand 
to satisfy moderate consumer 
requirements for such lines as 
will soon be in seasonable de- 
mand. 

The credit situation is fairly 
satisfactory in view of existing 
conditions, although accounts 
are being settled less promptly 
than under more favorable cir- 
cumstances. : 


Eagle-Picher Issues Guaran- 
tee Against Decline on Lead 
Products 


The Eagle-Picher Lead Co., Tem- 
ple Bar Building, Cincinnati, Ohio, on 
July 30, issued a price guarantee ap- 
plicable to Eagle products, in kegs, 
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which protects jobbers and dealers 
against declines in present list prices 
on white lead in oil and similar prod- 
ucts in small kegs up to and including 
Nov. 30, 1931. 

Dry products are not covered by the 
guarantee, which also only applies on 
orders received on or after July 30, 
1931, and then only to stock on hand, 
on order, or en route. In the event of 
a decline, claims for adjustments must 
be made within fifteen days after the 
decline occurs. 





Continental Defiektair 
Window Ventilator Prices 
Are Lower for Coming Season 


Lower prices on Continental Deflek- 
tair metal-center window ventilators 
for the approaching season have been 
recently announced by the Continental 
Screen Co., 1323 Book Building, De- 
troit, Mich. 

The following net prices to retailers 
will apply in all of the large trade 
centers: 






Width- Per 

No. Height Adjustable Doz. 
63 6inches 19to 33 inches $2.20 
Si. e's Zito 25 
B. 8” 27t048 “ 4.25 
ay: a4 Zitos1 4.00 





Prices Advance 15 Per Cent 
on Shovels, Scoops 


Early this month leading manufac- 
turers announced higher prices on 
shovels, spades and scoops. Reports 
indicate that most wholesalers are put- 
ting these new prices into effect im- 
mediately. Dealers will hereafter pay 
about 15 per cent more for these prod- 
ucts which means that their discounts 
will average 40 and 5 per cent off the 
revised lists. This brings current quo- 
tations to retailers on No. 2, solid 
shank, one piece shovels, black finish, 
round and square point, to $10.50 per 
dozen, and No. 2, C grade, strap shov- 
els, black finish, round and square 
point, to $9.50 per dozen, with freight 
additional. 





Domestic Business Conditions Charted 


For the week ended August 8, 1931, 
weekly’ statistics available through the 
Survey of Current Business, indicate 
that bank debits, outside New York 
City increased 24 per cent over the 
preceding week but were lower than 
the same period in 1930. Total loans 
and discounts of Federal reserve re- 
porting member banks showed a slight 
increase over a week ago but were still 
below the level of last year. Interest 
rates for call and time money in the 
New York market remained unchanged 
from the preceding week, and were 
well below the rates charged during 
the corresponding week of 1930. Stock 
prices as measured by the prices rep- 
resentative of industrial and railroad 
stocks declined from the previous week; 
bond prices on the other hand, showed 
but slight change. Both bond and 
stock prices were lower than the week 
ended August 9, 1930. The number of 
business failures according to R. G. 
Dun & Company, were less numerous 
than the previous week. 

Wholesale prices, in general, were 
fractionally higher as shown by the 


composite index of 120 commodities, 
compiled by Irving Fisher Institute. 
While the composite price was higher, 
a slight loss occurred in the prices of 
agricultural products; this loss was 
compensated “for by a gain in non- 
agricultural goods. The price of elec- 
trolytic copper, middling spot cotton 
at New York and the iron and steel 
composite price showed slight losses 
from a week ago. All prices were 
lower than for the same period in 1930. 

For the week ended August 1, 1931, 
two weeks ago, increases occurred over 
the preceding period in the production 
of bituminous coal and lumber, in the 
receipts of cattle, calves, hogs and cot- 
ton at important markets and in car 
loadings of revenue freight, while de- 
clines for the same period were evident 
in the receipts of wheat, electrical cur- 
rent output and in steel ingot produc- 
tion. For the week ended August 1, a 
slight increase occurred in the com- 
posite index as compiled by the New 
York Times. 

(See chart on opposite page) 
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Basic Business Indicators forWeek Ended August8 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive= 100° 


In comparing the charts of the twenty-one business indicators below with those which were published in last 
week’s issue, it becomes apparent that upward trends are being currently reflected in coal, petroleum and 
lumber production, and in bank debits, outside New York City. Downward tendencies are in evidence in 
the following: Freight car loadings, building contracts, steel ingot production, wheat receipts, cotton receipts, 
Detroit factory employment and New York City brokers’ loans. The trend in the balance of the indicators is 
practically unchanged. Thus, four are upward, seven downward and ten unchanged. 
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Kansas City, Aug. 18. 


ITTLE change is noted in hard- 
L ware turnover but a majority of 
wholesalers here continue opti- 
mistic. No commodities have iallen 
off recently while slightly better sales 
have occurred in seasonal lines. The 
failure of certain articles to show the 
usual volume is not disconcerting to 
wholesalers for it is the general belief 
that the failure of the retail dealers 
to stock heavily is due in part to a 
hesitancy in regard to the price situ- 
ation. It is believed that when prices 
become more steady the dealer will 
stock in larger quantities. 


JOBBING SENTIMENT 


One Kansas City wholesaler ex- 
pressed the opinion that business con- 
ditions in general showed an improve- 
ment during the fore part of August 
over the last month. He believes that 
general buying spirit has taken a more 
optimistic turn and that dealers are 
beginning to stock certain items they 
have deferred buying pending the ar- 
rival of better times. 


BUILDING SUPPLIES 


Builders’ hardware has made no 
noticeable change and prices remain 
steady. Tools, while not moving in any 
great amount are expected to do better 
within the next month or two when 
building repair work gets under way 
and the weather has cooled. 


NAIL PRICES 


Effort is still being made from the 
wire mills on down to maintain the in- 
crease in price on wire and nails, an 
increase that was put into effect some 
months ago. The increase has not been 
popular in this territory due to the 
tendency of other items to seek lower 
price levels. It is stated by whole- 
salers that the tendency this season is 
clearly toward inexpensive merchan- 
dise. 


REFRIGERATORS 


Refrigerators had an excellent run 
until a little cool wave came up in 
July which halted the movement tempo- 
rarily. Hotter weather has come again 
and this will probably give the re- 
frigerator business another boost. 
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COLLECTIONS 


Collections continue to be rather 
slow and this is particularly true in 
the farm repair line. Efforts at col- 
lection are not being pressed just at 
this time as it is felt that the condition 
is largely due to the wheat situation 
and to the fact that a period of eco- 
nomic readjustment is on. Collectors 


* believe that as soon as the great wheat 


crop gets moving, which just now is 
being held for a higher price, payments 
of bills will get back to a more normal 
basis. 


HEATING STOVES, ETC. 


The month of August, always an off 
month on stoves and heating equip- 
ment since it is in between the July 
ordering time and that of the fall, is 
showing some early activity. One job- 
ber reports a car of stoves for future 
delivery. Distributors look to the month 
of August to make up for some of the 
stove dearth in July and it is believed 
that September will show a general 
pickup in all lines of heating equip- 
ment as it will be getting near the 
time when the heating problem will be 
confronting the consumer as an im- 
mediate necessity. 


WHEEL GOODS ACTIVE 


All types of wheel goods such as 
scooters, velocipedes and roller skates 
are holding up well. Whereas the 
higher priced things have fallen con- 
siderably, cheaper things have flour- 
ished. Kansas City dealers say that 
people do not want to disappoint their 
youngsters and while they may not be 
able to afford a fancy price they do 
not quit buying but rather turn to a 
cheaper line of merchandise. A ten- 
dency to regard price as the determin- 
ing factor is evident and in some cases 
quality is almost wholly forgotten. 
Wheel goods should continue strong, 
say wholesalers, due to the fact that 
after. vacations and people have re- 
turned to their homes there will be 
greater home activity among the chil- 
dren which will make wheel goods at- 
tractive up to and including the winter 
holiday season. 


ELECTRIC FANS 


A recent spell of hot weather has 
caused a marked improvement in fan 
sales. This has been a good line for 








Conditions Littie Changed 
Wholesalers Are Optimistic 


some time due to spells of extremely 
hot weather. Prices in fans have taken 
a slight advance due to increased de- 
mand. The situation with regard to 
other electrical equipment shows no 
-noticeable change. 


SPORTING GOODS 


Sporting goods continue to be the 
most active thing in the hardware line. 
Shotgun shells are liberally being 
stocked while they are cheap, the 
dealers anticipating a good run on 
them when the fall hunting season ar- 
rives. Also a great number of shells 
are being shipped for immediate use 
in blue rock shooting. 

Fishing tackle, while not moving as 
fast as usual, is not at all discouraging. 
Dry weather in regions of good fishing 
has not been conducive to the sport 
but on-the whole business has been 
fair. 

Baseball and golf equipment con- 
tinue to sell rapidly. A recent checkup 
by one wholesaler here shows a marked 
increase in golf business over that of 
last year. He says this is due to the 
greater number of people engaging in 
the sport. Baseball goods also have 
shown an upward trend and it is the 
general opinion that both baseball and 
golf will continue in popularity with a 
greater number of participants each 
year. Some items in sporting goods 
show slight increases in price but on 
the whole prices remain steady or show 
slight in occasional in- 


stances. 


reductions 





Remington Issues 
Firearms Booklet 


An attractive booklet of 32 pages on 
Remington firearms has been issued by the 
Remington Arms Co., Inc., New York City. 
The booklet describes and illustrates all the 
standard grade models of Remington .22 
caliber rifles, medium and high power 
rifles, repeating and autoloading shotguns, 
including the model 33, bolt action 222 
rifle, the model 31, side ejection repeating 
shotgun and “The Sportsman” shotgun. 
This booklet proves especially useful to 
dealers and retail salesmen in supplying 
information and answering questions of 
customers on the entire line of Remington 
firearms. 
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Los ANGELEs, Aug. 18. 


YPICAL mid-summer dullness 
and vacation period are evident 
in all statistical records for July. 

Building permits decreased in both 
volume and value as compared with 
the previous month, as well as with 
July, 1930; bank debits were also 
lower than in July of last year, but 
slightly larger than in June 1931. 
Stock Exchange transactions were over 
$2,000,000 lower than in June, and 64 
per cent less than in July, 1931; postal 
receipts were 7 per cent higher than in 
June, and lower than in July, 1930. 

Employment, according to the Index, 
rose nearly 5 points, reflecting in- 
creased activity in local apparel and 
millinery factories, which are busy 
preparing lines for the Fall Fashion 
Review and Market Week. 

The furniture industry seems to be 
maintaining a more or less steady ac- 
tivity, with factories generally busy. 
Construction, while not increasing its 
activity, reflects a generally optimistic 
attitude, which is encouraging. Motion 
pictures, after a seasonal slow-up at 
the end of their fiscal year, are getting 
started with new programs. 

Retail and wholesale trade showed 
general decreases in volume all over 
the country. 

Agricultural conditions were less” 
favorable throughout the State after 
the long period of extreme heat, though 
a slight increase in prices helped to 
compensate for this. Small price de- 
clines were general in livestock mar- 
kets. 

Water commerce figures were lower 
than in the previous month. 


BUILDING PERMITS 


Building activity as measured by the 
number and valuation of permits is- 


NEW ORLEANS 


New Orteans, Aug. 18. 


USINESS in New Orleans and 
B Louisiana is better than in any 

other area in the Sixth Federal 
Reserve. District, it is indicated in the 
June report of the Atlanta Reserve 
Bank. 

As compared with last year, June 
showed increases in building contracts 
for the State, while New Orleans 
showed a gain in building permits, in 
bank debits and savings. Department 
store trade declined 1.6 per cent in 





AUGUST 20, 1931 


Los ANGELE 


sued during the month shows a de- 
crease from June. The decrease in 
valuation amounted to 16 per cent and 
in the number of permits issued 4 per 
cent. However, there is still consider- 
ably more activity than was evident 
during the late spring. For the seven 
months period the current year still 
lags behind 1930 by 42 per cent in 
value of permits. In some sections of 
the city there is moderate construction 
of income property, but there is no one 
factor in the situation that would indi- 
cate a definite trend. 


The comparative figures are as fol- 
lows: 


No. of 
Permits Valuation 
July 1931 2,036 $3,751,072 
July 1930 2,748 5,841,626 
7 months 1931 15,236 26,453,833 
7 months 1930 17,900 45,554,527 

BANK DEBITS 

July was the third month of decline 
in volume of bank debits. The de- 
crease from June, however, only 


totalled 2 per cent. Sluggishness in 
financial operations still appears to be 
the cause of the decrease from last 
year’s debit total. 

The comparative figures are as fol- 
lows: 


July 1931 $ 772,713,601 
July 1930 1,039,297,542 
Seven months 1931 5,780,150,166 
Seven months 1930 7,380,481,572 
EMPLOYMENT 


With moderate improvement in a 
few industrial groups, and with the 
balance of the list remaining steady, 
the Chamber of Commerce Index of 
Industrial Employment made a gain 
during July, to reach a figure of 71.3, 
the highest since last March. 





dollar sales but considering the price 
level it is evident that there was an 
actual increase in the volume of busi- 
ness. 


LOUISIANA FARMS 


Of the 161,445 farms in Louisiana, 
121,329 of them are under 50 acres in 
size and 75,080 of this latter total range 
in size from 20 to 49 acres. 


A State’s agricultural industry is said 
to be soundest when there are a large 
number of small farms rather than a 





July Reflected Summer Slump; 
Employment Improves Moderately 


No definite trend is as yet evident 
in the employment situation, despite 
the increase this month. The most en- 
couraging sign can be said to be the 
fact that a steadiness has become ap- 
parent in all groups, and a few are 
showing signs of exceeding their last 
year figures. 

The comparative figures are as fol- 
lows: July 1931, 71.3; June 1931, 66.7; 
and July 1930, 84.2. 


AGRICULTURE, ETC. 


Continued hot weather has steadily 
reduced yield prospects for many im- 
portant crops throughout California 
and has helped to hold price levels 
firm. While still not generally satis- 
factory, it is believed prices will ad- 
vance somewhat through the remainder 
of the summer and fall. 


LIVE STOCK MARKET 


Continued weakness has prevailed in 
the cattle market during July. Price 
declines have not been large. In fact 
the low levels prevailing would not 
permit of much cheaper prices, and the 
future should have only two possibili- 
ties, one of dragging along at the 
present low levels, and the other some 
slight increase. 

Hog prices took a dip at the begin- 
ning of July but later reacted to higher 
levels, with particular strength at the 
close of the month. 

Sheep and lamb prices were lower 
early in July but later moved to higher 
levels, but closed the month with re- 
newed declines. 

There were wide fluctuations in 
sheep arrivals during the month, from 
a low of 2,400 in one week to a high 
of 9,800 in another—Los Angeles 
Chamber of Commerce. 


Business Is Relatively Good; 
Small Farms Reflect Soundness 


small number of large farms and the 
1930 farm census indicates that in 
Louisiana this ideal is being ap- 
proached. 

The most popular farms in Louisi- 
ana, the census figures show, are the 
ones having from 20 to 49 acres in 
them; in fact, there are more than 
twice as many farms of this size in the 
State as those ranging from 10 to 19 
acres in which class are the second 
largest number. 

In 1920 the average farm contained 
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74 acres, whereas in 1930, the average 
was 58.1 acres, the figures show. 


BANKS ARE SOUND 


Fewer banks in Louisiana suspended 
operations during the first six months 
of 1931 than in any other southern 
State, the July report of the Federal 
Reserve Board indicates. Only four 


banks with total deposits of $971,000 


PHOENIX 


PHoenix, Ariz., Aug. 18. 
OLLECTIONS are reported bet- 
ter than sixty days ago. Banks 
report deposits about the same 

as in March with loans of a good sub- 
stantial character. Failures among sub- 


stantial business firms for the past half 
year have been negligible. 


AGRICULTURE 

Acreage of cotton this year is re- 
duced from 215,000 acres in 1930 to 
178,000; alfalfa slightly increased 
acreage; no special change in acreage 
of most other crops. Cantaloupe ship- 
ments totaled between 4500 and 5000 
cars. Fair returns, considering busi 
ness conditions in the market centers, 
were received. The grape shipment 
closed fairly satisfactory to growers 


PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PirtspurcH, Aug. 18. 
HE first half of August has 
[ brought little marked change to 
the local hardware market, with 
shipments of hot weather items gradu- 
ally receding and fall merchandise just 
beginning to move. However, the gross 
business in the month to date compares 
favorably to July, and movement of 
fall goods in the last half of the month 
is expected to improve totals consid- 
erably. To date loaded shells have be- 
gun to move only in small volume, but 
shipments this week will be heavier 
and the remainder of the month will 
see constantly increasing totals. The 
price situation is quite unsatisfactory. 
Jobbers say manufacturers are making 
no effort to control resale quotations. A 
few stoves are being shipped out, and 
harvesting tools are moving in good 
volume. Shipments of fruit presses, 
charred kegs and canning supplies of 
all sorts are very satisfactory. 
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suspended operations during the 
period. 

During this same period one bank 
with deposits of $748,000 which had 


been suspended in Louisiana reopened. 


NEW FREIGHT FACILITY 


Work will begin shortly after Janu- 
ary 1 on the erection of an eight-story 
office building and an adjoining freight 
terminal at a cost of $750,000, accord- 





with 50 to 60 carloads shipped. Grow- 
ers of all products are operating with 
least possible cost and predictions are 
being made that even with low prices 
farmers will break even with most 
crops. It is reported that Federal Farm 
loans are paid up better in this district 
than in most other divisions of the 12th 
Federal District. Taxes and water as- 
sessments are well paid up. 


EMPLOYMENT 


This is a period of low employment 
on the farms. The cantaloupe crop 
closing has released a_ considerable 
number; cotton is mostly laid by. 
Threshing is over and alfalfa fields are 
being pastured by some farmers. The 
number employed in the mines is about 
two thirds the normal. 2400 men are 
now employed on state highways. 





CARRYOVER LIGHT 


Jobbers in general have been rather 
pleased with their ability to clean up 
surplus stocks of hot weather items in 
the last two months, and retailers also 
report satisfactory liquidation of stocks. 
Most of them will go into the fall in a 
much better inventory position than 
they did last year when there were 
heavy carryovers of lawn. mowers and 
many farm and garden tools, because 
of drought conditions. 


PRICE REVISIONS 


Price changes are still coming out 
daily, with many announcements being 
made for the new season. Garage heat- 
ters are slightly lower with the Su- 
perior brand quoted at $25.50 each; 
Cozy at $21.25 each; Junior at $15, 
and Wizard at $5 each. BX electric 
cable is somewhat higher this year, 
with 1,000 ft. lots quoted at $26.40, 
and 5,000 ft. lots at $25 per 1,000. 
New prices on lawn mowers for the 
coming season show a slight reduction, 





ing to announcement made by the 
Southern Pacific Lines. 

The terminal will be used as a re- 
ceiving and distributing center for 
fruit and vegetable shipments. It will 
replace the terminal at the head of 
Poydras Street which has been found 
to be too small. A modern cold storage 
plant and other equipment will be in- 
stalled in the new terminal.—Bureau 
of New Orleans News. 


Collections Show Improvement; 
Few Business Defaults Reported 


COPPER MINING 


No material encouragement is noted. 
Copper continues at a low price with 
demand insufficient to encourage either 
increased production or the hope of 
increased prices. One of the large 
mines has closed down; most of the 
others continue on a low production 
basis. 


LIVE STOCK 


Rains have been rather general over 
the state, improving grazing con- 
ditions and replenishing water sup- 
plies for “stock but no appreciable 
amount has been added to stored water 
for irrigation. Sheep and cattle on 
range are generally in good condition. 
—M. E. Bemis. secretary, Phoenix 


, Chamber of Commerce. 


Early Fall Shipments Made 


Price Revisions Numerous 


with the leading makes 50c. to 75c. 
each lower. It is hoped that this move 
will bring about some stabilization in 
prices which have been very weak in 
the past season. The reduction on hack 
saw blades, applying to all leading 
makes, which was mentioned last week, 
brings the discount now offered by 
jobbers to 50 per cent off list. Slight 
reductions in varnish and paint brushes 
have been announced for next year. 
Turpentine is lower, now being quoted 
at 54c. per gal. in barrel lots, but other 
painting supplies are unchanged, with 
linseed oil offered at 102/5c. per lb. 
in barrel lots, and white lead at 13.25¢. 
per lb. Nail prices are somewhat 
stronger, reflecting the strength of the 
manufacturers’ market. Bolts and nuts 
continue very weak, with some jobbers 
offering unusually large concessions 
for spot sales. 


INDUSTRIAL CONDITIONS 


Basic industrial conditions in the 
Pittsburgh district thus far in August 
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show little change. Steel ingot pro- 
duction fluctuates slightly from week 
to week, and even from day to day, at 
some plants. Rolling mills are running 
about one-third of capacity, with some 
lines such as line pipe and structural 
steel and reinforcing bars making a 
somewhat better showing. Tin plate 
output is also higher than the average, 
but has declined rapidly in the last 
month and now stands at only 50 per 
cent of capacity. Sheet production is 
also lower than was the case during 
July, and production of strip steel and 
alloy and cold-finished steel bars is 
very light because of slack automobile 


MEMPHIS 


(Memphis Correspondent of HARDWARE AGE) 
Mempuis, Aug. 18. 


ONDITIONS in the Memphis 
.. market have received a very con- 

siderable setback during the past 
few days, or, to be exact, since the Gov- 
ernment cotton report was announced 
on Saturday, Aug. 8. It is hardly pos- 
sible, we think, for conditions to be as 
bad as the feelings expressed imme- 
diately following this Government re- 
port would indicate. 


OTHER CROP YIELDS 


We still have in this cotton section 
the most wonderful food and feed 
crops that have been harvested in many 
years. Fruit is especially fine and in 
tremendous quantity and the people 
are putting away more foodstuff than 
has ever been known, therefore there 
is going to be plenty of food in every 
family and there will be no necessity 
for buying, except some essentials in- 
cluding clothing and shoes and a few 
of the food articles like coffee and 
sugar. There is also an abundance of 
feed, which assures a fine crop of live- 
stock, much of which no doubt can be 
turned into money. 


OUTLOOK FOR FALL 


It would seem, therefore, from the 
information at hand and available, that 
notwithstanding the principal money 
crop is going to be harvested and sold 
at no more than it will cost the planter, 
that there is much to depend upon for 
trade and business ought to be better 
this fall than it was last fall. The 
wholesale merchants in Memphis an- 
ticipate that there will be further de- 
cline in the price of cotton; in fact, 
many believe that there will be an in- 
crease in the yield over and above the 
Government estimate. This, of course, 
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requirements. Complete suspension of 
activity at individual steelplants-is not 
common, but in some cases the larger 
companies have concentrated produc- 
tion at low cost plants at the expense 
of older mills. The local rail mill, 
which was closed down for two weeks, 
has resumed operations at about 25 
per cent of capacity. A few large pipe 
orders are still coming out, and Pitts- 
burgh mills will share in some excep- 
tionally large structural steel projects 
now pending. 


BUILDING ACTIVITY 
The building industry shows little 
change, with activity confined to large 





is a matter that can only be determined 
by later developments. 


JULY WHOLESALE SALES 


July sales of hardware jobbers in 
the Memphis district were disappoint- 
ing. The summer dullness seemed to 
be able to get a strangle-hold with con- 
ditions that already existed and this, 
coupled with vacations, which were at 
the peak during the month of July, 
served to slow up sales and curtail the 
general sales for the month. August 
started out with considerable bright- 
ness and up to the date of the Gov- 
ernment cotton report indicated 
strength, which it immediately lost, and 
the feeling now is that this month can- 
not show improvement over July. 


PRICE SITUATION 


There have been a great many ad- 
justments in prices during the past 30 
days, most of them downward, but in 
a few instances prices have advanced. 
The feeling is that there are but very 
few major declines to be expected and 
jobbers are hopeful that these will come 
through at a near future date and give 
them a more level price situation. Some 
jobbers feel that there are few manu- 
facturers who have maintained the high 
level of prices established several years 
ago, and that these manufacturers are 
retarding the recovery of business by 
not falling in line and reducing their 
quotations. 


CONSTRUCTION WORK 


There is a great deal of construction 
work going on in the territory, prin- 
cipally levees and roads. There has 
been no curtailment of appropriations 
in this respect and jobbers report fair 
sales of tools and equipment suitable 





projects and residential construction at 
a very low ebb. Production of glass 
reflects seasonal inactivity, with plate 
glass going to the building industry 
especially depressed. 


COAL MINING 


The coal strike is no longer a factor 
in the market, and labor difficulties are 
less pronounced. 


COLLECTIONS 


Collections are being made as quick- 
ly as possible under the circumstances, 
except in isolated centers where mill 
activity is especially low. 


Cotton Report Creates Concern; 
Other Crops to Bolster Trade 


for road work. The International and 
some of the other large equipment con- 
cerns report fair sales of tractors, 
heavy graders and other tools of this 
nature, while hardware jobbers are en- 
joying a very fair volume in shovels, 
picks and handles and other small 
tools. 


FUTURE SALES 


Future sales seem to be at low ebb 
right at this time. Jobbers report that 
there is nothing they can sell at this 
season in any quantity. It is too late 
for stoves, pick sacks, ammunition and 
gun business of an anticipated nature. 
It is also too early for the regular sea- 
sonal replacement business in these 
lines. Likewise it is just a little early 
to begin booking toys and special cut- 
lery and silverware for the holidays. 
These bookings should start around 
September and it is hoped that they 
will be some help to the volume of 
future sales when they start. 


CREDIT CONDITIONS 


Collections are reported very low. 
Credit men advisé that this is sort of 
a mid-season in that department and 
that payments are being withheld by 
country merchants until cotton actually 
begins to move, which will probably be 
a little slow this year. because, first of 
all, cotton was planted about two or 
three weeks late and the wet weather 
in July has prolonged the growth of 
the plant which has retarded somewhat 
the development of the boll and actual 
picking will be somewhere from three 
to four weeks late, therefore collections 


are expected to remain rather slow 


until about, or soon after, Sept. 1, at 
which time they: should begin to 
pick up. 
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New York, Aug. 18. 


USINESS with metropolitan 

wholesalers, so far this month, 

has been relatively less satisfac- 
tory than was the case during July. 
With the exception of scattered small 
replenishment orders, the demand for 
summer goods has tapered off consid- 
erably and most fall lines have not, as 
yet started to move. These factors have 
retarded activity in the local market 
and business is rather quiet. Most 
staple lines are only moderately active 
and current orders being received by 
jobbers embrace wide assortments of 
shelf hardware, housewares and similar 
merchandise. Small quantities are the 
rule, indicating that most dealers are 
carrying only sufficient merchandise to 
meet immediate requirements. 


ACTIVE LINES 


Activity in some lines, however, is 
fairly brisk. Among these, cleaning 
supplies, including mop sticks, door 
mats, furniture polish, floor wax, oil 
mops and carpet sweepers are moving 
in good volume. Bottling, canning and 
preserving equipment is also in im- 
proved demand. Grape crushers, fruit 
presses and kegs are being ordered by 
dealers in preparation for the ap- 
proaching grape season. A better de- 
mand is also reported for prepared 
roofing, sheathing paper and garage 
door sets. Mixed house paints and 
quick drying finishes are fairly active. 


PRICE TRENDS 


The price situation has grown no 
worse and is still deemed rather un- 
satisfactory. Considerable softness is 
apparent, although price declines being 
announced by manufacturers are 
neither numerous nor drastic. The ma- 
jority of such revisions entail minor 
readjustments, which, in the opinion of 
some students of the market, is an in- 
dication that manufacturers’ quotations, 
in most instances, are as low as they 
will go. Price cutting, for the most 
part, apparently is largely centered in 
wholesale circles, although price shad- 
ing is also rather frequently reported 
among manufacturers, but usually only 
when large orders are involved.’ The 
recent advance on the competitive 
grade of shovels has held, with the 
present price being maintained at ap- 
proximately $8 per dozen. Prices on 
Continental Deflektair window ventila- 
tors have been reduced for the coming 
season and new prices to dealers” will 
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be found on the general market page 
in this issue. Wood screws have again 
shown an easier tendency. Prices on 
steel goods for next season are ex- 
pected to be released shortly, with the 
trade anticipating general reductions. 


WHOLESALE TRADE 


Figures released by the Federal Re- 
serve Bank of New York in its monthly 
review of business conditions for 
August disclose that business with lo- 
cal hardware wholesalers was even 
better in June that incomplete data in- 
dicated. Sales of hardware showed 
smaller reductions from a year ago than 
in a number of months, being but 4.4 
per cent smaller. Stocks in June, 1931, 
as compared with the same month of 
the preceding year were 0.5 per cent 
smaller. In contrasting the first six 
months of this year with the same 
period of 1930, however, sales were 
15.4 per cent smaller. In view of the 
circumstances, wholesalers are begin- 
ning to question their ability to “break 
even” on the year’s business. 


EMPLOYMENT 


A 2 per cent decline in employment 
and payrolls occurred in July accord- 
ing to a statement recently released by 
Frances Perkins, State Industrial Com- 
missioner. 

The index of employment based on 
the monthly average of 1925-27 as 100, 
stood at 71.8 in July and that of the 
payrolls at 65.4. The average weekly 
earnings of factory employees were 
$26.39. This is 5 cents above the June 
figure, which was the lowest recorded 
since 1923. The report was compiled 
from information from 1,800 industrial 
firms representing varied manufactur- 
ing. 

The decrease in forces was twice 
that of the average decline for sixteen 
years, and payrolls went down more 
than the average. Z 

“The extent of the fall in industrial 
activity over the past two years ap- 
pears from the fact that this July re- 
corded 14 per cent fewer factory 






Summer Slump Retards Business; 
Sales Are Below July Average 


workers than a year ago and 26 per 
cent fewer than July two years ago,” 
the statement read. Payrolls totaled 
20 per cent less than July, 1930, and 
35 per cent less than July, 1929. 


FUTURE BUYING 


Little interest is being shown in plac- 
ing advance-orders for fall lines. With 
the advent of cooler weather it is be- 
lieved that the interest of the trade will 
quicken materially as carryovers of 
needed merchandise have been verv 
light and much will have to be bought 
before the consumer demand develops. 
In some instances, especially attractive 
prices have induced dealers to place 
future orders in fair volume. Toy buy- 
ing for the holiday season has shown 
marked improvement recently, although 
total business to date is estimated to be 
about 20 per cent behind a year ago. 
Low and popular priced items are in 
best demand, with new toys to retail at 
$1 especially favored. Early indica- 
tions point to the usual keen competi- 
tion in Christmas tree lighting sets. A 
set having eight tungsten lamps has 
been developed, according to report, to 
retail under 50c. 


COLLECTIONS, ETC. 


The credit situation remains fairly 
satisfactory, although outstanding ac- 
counts of both dealers and jobbers are 
being more carefully supervised than 
ever before. Despite adverse general 
conditions quite a number of new hard. 
ware stores are being opened in the 
metropolitan area. Most new stores 
are of the small type and are being 
started in neighborhood shopping cen- 
tres. The present low prices are be- 
lieved to have influenced many persons, 
who have wanted to set themselves up 
in the hardware business to form the 
opinion that the present time is oppor- 
tune. Many in the trade, in comment- 
ing upon the influx of new stores, voice 
the belief that there is hardly sufficient 
business in most localities for the stores 
already established. 





Mail Order House May 
Start Gas Station Chain 


According to the Oil and Gas Jour- 
nal, Sears, Roebuck & Co. are planning 
to’ ‘enter the automobile service station 


‘field’ The mail order house, which is 


already distributing various automo- 





bile supplies, is said to be erecting at 
the present time a model service sta- 
tion in Chicago, and others are ex- 
pected to follow. 

The new station will sell the com- 
pany’s branded gasoline, lubricating 
oils and greases and will have com- 
plete tire and battery service available. 
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TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MinneEaPo.is, Aug. 18. 


HE semi-annual Twin Cities 
Market Week, held early in this 
month, resulted in the purchase 
of merchandise from Twin Cities job- 
bers by merchants in the Northwest to 
the extent of a million and a half dol- 
lars. This purchase covers many dif- 
ferent lines, and is destined to be used 
in many States in the Northwest. Re- 
tailers did not buy heaviiy, but bought 
to put their stocks into shape for the 
fall trade, with the idea of renewing 
as the demand indicates. 


DROUGHT DAMAGES CROPS 


Crop reports from over the North- 
west indicate that the region has suf- 
fered as far as small grains, hay and 
pastures are concerned, a heavy loss 
for the year. Late rains may bring 
better returns than was at first ex- 
pected, and revive the pastures, which 
are in poor condition, and thus aid in 
feeding off the stock in this area. 

The price of wheat and other grain 
has made a slight advance during the 
past week, and with the crop outlook, 
there is a good chance that further ad- 
vances will be made. Farmers who 
can hold their grain are doing so. 





(Cleveland office of. HARDWARE AGE) 
CLEvELAND, Aug. 18. 


ARDWARE trade with jobbers 
H is showing a slight gain this 

month over July. Sales last 
month were smaller by only a small 
percentage as compared with the same 
month last year and if the present vol- 
ume is maintained, August business 
will not be much below the same month 
in 1930. 

While business is largely in staple 
merchandise, there is an increase in 
orders for some seasonal lines for fall 
which usually are bought earlier in the 
year. Merchandise that has become 
active includes stove pipe and elbows, 
stove boards and various stove acces- 
sories. Demand for electric fans was 
stimulated by the recent extremely hot 
weather and this season’s business in 
fans has been very heavy. 


GOODS IN DEMAND 


Flashlight batteries have continued 
to move in good volume. Qne. jobber 
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CLEVELAND : 


Stock receipts at the stock yards con- 
tinue heavy, with prices fairly good, 
and remaining firm. Many stock own- 
ers are marketing their stock, due to 
the shortage of feed materials. 


CLEARANCE SALES 


Many dealers in all lines are putting 
on clearance sales, and with a driving 
advertising campaign, are cleaning up 
their stocks for the change of the sea- 
son. Some of the local hardware stores 
have conducted sales of this nature, 
with fairly good success. 


BUILDERS’ HARDWARE 


With building at a low point, as far 
as home and commercial structures are 
concerned, builders’ hardware has been 
a slow item so far this summer. It is 
expected that some of the governmen- 
tal buildings which have been planned 
will be started this year, during the 
last months, and this will improve con- 
ditions in this respect. 


PAINT MATERIALS 


Paint departments and stores are 
anticipating better trade with the first 
cool weather, which will eliminate the 
insect pests. Paint movement during 





sold more of these during the first 
half of this year than in the corre- 
sponding period last year. Automobile 
tires are still in very good demand. 
Ammunition is starting to move for 
fall. Sales of floor coverings have been 
very satisfactory. Ornamental fence 
has moved well this year but demand 
for this is now declining. Golf goods 
are still moderately active. Jobbers are 
starting to solicit business in heating 
stoves for fall shipment. 


PRICES ATTRACTIVE 


Sales of some lines are being stimu- 
lated by the offering of attractive 
prices. One jobbing house has tried 
an experiment of supplying most of its 
traveling salesmen with samples of a 
steel snow shovel and has taken a good 
number of orders for these, indicating 
that the plan is proving quite success- 
ful. 


Market Week Buying 
Totaled Million and a Half 


rgeth 


the summer has been somewhat desul- 
tory. Special bargains are offered on 
lines of wall paper at the present time, 
as an inducement to the home owner 
to redecorate. 


FRUIT CROP LARGE 


Agricultural department reports for 
this section indicate a yield of fruits 
above the average, especially the ap- 
ple crop. Some‘of the berry crops 
were damaged by late frosts and the 
drouth, but the yield has brought top 
prices, and this has alleviated the situ- 
ation for the grower. Corn has been 
considerably improved by the cooler 
weather and the recent rains, and late 
potatoes are greatly favored by these 
same conditions. 


COLLECTIONS 


Collections are “holding their own,” 
and there is an attitude on the part of 
business men to accept present condi- 
tions and make the best of them. Busi- 
ness men in all lines are finding that 
if they drive hard, there is still busi- 
ness to be had, and: on a profitable 
basis. The old order of waiting for 
the business to come has departed, and 
the new order of going out after it has 
succeeded it. 


ales Show Gain Over July; 
everal Price Changes Made 


PRICE REVISIONS 


Several price changes and price an- 
nouncements on rather important items 
are reported. This season’s prices on 
garden hose have been reaffirmed for 
the coming year. Double grade molded 
hose in 50-ft. lengths is quoted at 7c. 
per ft. for 1% in.; 7c. for % in., and 
814c. for 34 in. For 25-ft. lengths the 
price is 4c. per ft. higher. A Cleve- 
land manufacturer has announced a 
price reduction of 8 to 10 per cent on 
malleable, cast iron and brass fittings 
but so far other manufacturers have 
not indicated that they will make ahy 
price changes. Prices on boilers and 
radiation have been withdrawn and 
manufacturers so far have given no 
intimation as to whether they will ad- 
vance or decline. 

Paint and varnish brushes have been 
reduced 5 to 15 per cent for next sea- 
son’s delivery. Linseed oil is slightly 
lower, being quoted at 73%4c. per gal. 
in drums and 9414c. per gal. in 5-gal. 
lots. Turpentine is unchanged at 46c. 
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per gal. in drums and 66c. per gal. in 
5-gal. lots. Flexible armored cable has 
been advanced and is now quoted at 
$24 per 1000 ft. for the No. 14 size. 
The bolt and nut market is weak, re- 
flecting price shading by manufactur- 
ers, although it is claimed that the 
leading larger manufacturers are main- 
taining regular prices. While the job- 
bers’ regular quotation on bolts and 
nuts is 70 per cent discount, some or- 
ders are being taken at 73 per cent off 
list. 


CHICAGO 


(Chicago Office of HARDWARE AGE) 
Cuicaco, Aug. 18. 


IGNS .this week have been few 
. that real trade improvement has 

set in, yet there is persistent feel- 
ing that the August slackness is largely 
usual and seasonal. Extreme heat and 
dryness have given way to more mod- 
erate temperatures and to generally 
satisfying rains, which have helped 
rural morale. Many retailers are at- 
tempting—not always with success— 
to stretch abnormally small and broken 
stocks to cover the moderate demands 
of their communities. 


JOBBERS IN MARKET 


Wholesalers are buying more freely, 
both because more keenly recognizing 
the many real bargains obtainable, and 
because of the lowness of their own 
stocks, with a sure fall demand just 
around the corner. 


BUILDING SITUATION 


Building, while showing scattered 
improvement due to large public con- 
tracts, is likely to continue marking 
time until lower labor costs follow re- 
duced material costs, and until better- 
ment shows in other major industries. 
Public and semi-public work awarded 
in Illinois during July totaled $1,238,- 
000, well spread throughout the State. 
It is felt that during the rest of the 
year comparisons of all business ac- 
tivity will make an improved showing, 
chiefly because operations in the latter 
half of 1930 were at low levels. 


LIQUIDATION NEEDED 


A significant fact is noted in con- 
nection with the 17 per cent drop in 
‘wholesale raw material prices during 
the twelve months past. Statistical au- 
thorities estimate that 28 per cent of 
all goods offered at retail are still 
priced at near the post-war peak, and 
another 21 per cent ‘has only. been 
partly liquidated. The remaining 51 
per cent is'‘¢orisidered to have been 
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COLLECTIONS 

Collections while probably no worse 
than they have been, are still very un- 
satisfactory. Many retailers are ask- 
ing for an extension of time in paying 
their accounts, stating that they are 
unable to pay because collections from 
their customers are very slow. 


GENERAL CONDITIONS 
The general industrial situation 
shows no improvement, but this was not 
expected during August. Many manu- 
facturing plants are shut down for va- 





completely readjusted—in many cases 
to a point so low that immediate ad- 
vance would be justifiable. Consumer 
buyers are generally recognizing the 
low spots, while holding aloof from the 
top-price lines—which situation will 
continue gradually to correct these ir- 
regularities. Hardware dealers are 
urged to assist in the prompt passing 
along and the heralding of each re- 
duced price, whenever received. 


CHICAGO EMPLOYMENT 


General reduction in number of 
employees and in pay roll totals was 
shown by reports of manufacturers in 
the Chicago Federal Reserve District, 
according to the monthly report issued 
on July 31. The month’s decline in the 
total for all groups amounted to 3 per 
cent in number of men and 7 per cent 
in pay rolls. The level of manufactur- 
ing employment and wage earnings in 
June approximated the low point 
reached in January, 1931, the largest 
losses being suffered in vehicles and in 
metal products. 


BACK TO FARM TREND 


For the first time in more than a 
decade the American farm population 
increased last year, placing the total 
on January 1, at 27,430,000—about 
208,000 more than the year previous. 
Fewer persons left farms~-for cities than 
for many years past, and their number 
was almost offset by new arrivals on 
farms from cities, totaling more than 
in any year since 1924. 

The value of farm land in Illinois 
declined during the five years from 
1925 to 1930, standing on January 1 
at 31-3 billion dollars, compared with 
slightly more than 4 billions in 1925 
and 6 billions in 1920. 

Crops were harvested from less than 
19 million acres in Illinois as compared 
with 19,750,000 in 1924, Of the esti- 
mated 214,000 farms in the State, 120,- 
000 ‘were operated by owners and the 
balance by tenants. 





cations and operations of some in the 
metal-working field that manufacture 
parts for the automotive industry are 
being affected by the shutting down of 
plants or sharp curtailment by auto- 


mobile manufacturers. A moderate 
gain in activity is expected in Septem- 
ber. In the building field there is not 
a great deal of construction work going 
on in this territory and a large propor- 
tion of the work under way is of public 
character, conducted by municipalities 
or other political subdivisions. 


Current Lull Largely Seasonal ; 
Jobbers Buying More Freely 


The census shows a reduction of 
about 18 per cent in the number of 
horses and mules on farms in 1930, 
and a small increase in hogs and cattle, 
over the figures of five years previous. 


RAW MATERIALS BEARISH 


The break in cotton August 8 was 
unexpected, as a 10 per cent cut in 
acreage had led to optimism, but the 
crop, nevertheless, is 114 million bales 
larger than last year—a 10 per cent 
increase in production entirely un- 
looked for. The consequent price break 
brought cotton prices to new lows for 
almost a generation back, cotton sell- 
ing for barely enough to pay the 
growers for picking, ginning and pack- 
ing. Fortunately, the cost of raising 
this crop has been the smallest for ten 
years. 

The rubber market also turned con- 
spicuously weak, with crude rubber 
selling here at 5 cents a pound, for 
the first time in history. 

Sales of merchant pig iron have 
shown an increase in the Chicago dis- 
trict for two~successive weeks. Three 
out of the six stacks here are in active 
operation. 

Conditions in the oil industry con- 
tinue to show improvement, with a 
restoration of higher price levels in 
the mid-continent field following the 
wholesale well shutdowns. 

Ingot copper is still at its depressed 
pricing of 714 cents per pound. Sheet 
and strip copper have now declined 
11%4 cents per pound from the tempo- 
rary July 1 bulge, and are selling a 
shade below the previous bottom 
reached just before the moratorium 
announcement in June. 

The rather poor outlook for the flax- 
seed crop indicates possible advancing 
trends on linseed oil. 


PRICE TRENDS 


' Prices on Shellac have lost much of 
the spring advance, due to the low cost 
of denatured alcohol and the failure 
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Remington, 
WEEKLY LETTER 


THE ONLY SHOT THAT COUNTS !S THE SHOT THAT HITS 


WHY A BRASS CASE MAKES 
A SAFER CARTRIDGE 


LEANBORE Hi-Speed .22’s are su- _—for the cases of high-powered military 





















perior in so many respects that all _ cartridges instead of copper? Brass is 
of us, in selling them, are apt to forgetto stronger. The increased velocity in Hi- 
tell the customers the whole story. Speed .22’s naturally increases pressure. 


Naturally, we stress their supreme ac- With increased pressure you are more 
curacy and their greatly increased veloc- _likely to have bulges or split cases and 
ity and shocking power. We point out rims that will cause the empty cartridge 
that Kleanbore is a patented form- to stick in the chamber, that will 
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ula that only Remington can use— allow gas to escape and blow back 
and that Kleanbore is the only in your face, and that in the case 
thoroughly stable and_ reliable of a weak or defective rifle might 
primer to keep the inside of the blow the breech block out. Klean- 
barrel free from rust and pitting. bore Hi-Speeds are the only .22’s 
We explain that Kleanbore Hi- that give the shooter this added 
Speeds are made with greased lead rr protection. 


bullets—the most accurate—and 
with Silvadry bullets (ungreased) 
which are the best dry bullets ever 
produced. 


More Kleanbore .22’s are sold 
than all other makes combined. 
Don’t submit to _ substitution. 
If your jobber substitutes, write 
us and we’ll send you the name 
of a nearby jobber who will 
fill your orders as you wish 


President 





Perhaps we forget to say much 
about the brass shell. Perhaps some 
of you don’t realize how important 
it is. Why is it that brass is used 





The Greatest Value Ever Offered— 
The Remington Standard American 
Dollar Pocket Knife 




















REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 


© 1931 R. A. Co. 
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of expected tax increases on lac im- 
ports. There is, however, a stronger 
tone to recent quotations. 

The expected advance on electrical 
loom conduit, about 16 2/3 per cent, 
has taken place and further advances 
on BX cable are rumored. 

New lawn mower prices have been 
announced which range from 10 per 





(Boston office of HARDWARE AGE) 
Boston, Aug. 18. 


SEASONAL drop in business is 
Aw in all parts of New En- 

gland, that statement applying 
to the retail as well as wholesale inter- 
ests. During the past week the let- 
down was perhaps accentuated by wet 
weather that held up a lot of outside 
work such as building, painting and 
garden which otherwise probably would 
have been executed. Despite the com- 
parative quietness, if business a year 
ago is considered, the showing today 
is credible because wholesale sales as 
reported by local concerns, at least, are 
running ahead of 1930. Contrasted 
with a month ago, however, the whole- 
sale houses are much less active. 


CURRENT DEMAND 


Current retail demands embrace a 
wide variety of merchandise such as 
stepladders, kiddie kars, clothes bas- 
kets, bolts and nuts, wash boards, 
handles for hoes, rakes, etc., long and 
short handled shovels, fencing, nails, 
etc. Buying can be characterized as 
of a filling-in nature and is without 
particular feature otherwise. Compara- 
tively little interest is shown by the av- 
erage retailer just now in futures, but 
wholesalers have comfortable backlogs 
on certain kinds of merchandise, at 
least, and the feeling persists that with 
August, the big vacation month, out of 
the way, a marked improvement in buy- 
ing for future requirements will be wit- 
nessed. 


BUYING POLICY 


The foregoing opinion is not shared © 


by all wholesale houses, however. There 
are those who feel that retail buying 
in limited quantities and as sgaods are 
needed will continue for a long time. 
Some doubt as to the wisdom of such.a 
buying policy exists. But at least a 
majority of the averageiretaij ‘hardware 
firms some time ago evidently came to 
the conclusion that \itiwas better to let 
the wholesaler carry the a. 
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BOSTON 


cent lower on high grade to 15 per 


cent on cheaper grades. A ten-inch 
wheel, four-blade, ball-bearing mower 
can now be sold to the dealer for $5 
each. 

Manufacturers have reduced the 
prices on Union roller skates, which 
should stimulate placing of orders for 
holiday trade. 








Wholesalers are by no means dis- 
turbed over existing business condi- 
tions. Most of them some time ago 
felt that retail buying was to continue 
cautious for a protracted period, con- 
sequently they have put the houses and 
business in order, and are in a more 
advantageous position than they have 
been in years, if not ever before. Bur- 
densome and slow selling merchandise 
has been eliminated, while the credit 
situation generally has been placed on 
a firm and healthy basis. 


SEEK NEW STORES 


One of the most encouraging features 
noted for some time in the hardware 
business is the noticeable increase in 
the number of persons who are seeking 
hardware stores. In most cases, such 
business prospects want to take over a 
disgruntled retailer’s store, or to open 
one in a new location. They prefer an 
established business as a general thing. 
A majority apparently have sufficient 
capital. As wholesale houses point 
out, it has been many months since the 
number of prospects has been as large 
as it is today. 

Another feature in the génerél situa- 
tion is that there -is a noticeable lack 
of store improvement among established 
retail dealers. Wholesalers maintain 
that now is the time to make store im- 
provements, but admit it is difficult to 
work up much enthusiasm ir the retail 
trade. 


BIG BANK DEPOSITS 


In connection with this last state- 
ment, it may be added that savings 
bank deposits are the largest in the 
history of New England, despite all the 
talk about hard times and unemploy- 
ment. Many banks have more money 
than they know what to do with and 
are accepting deposits with the under- 
standing that no interest shall be paid 
on same. Some day the purse strings 


of the New Englander will loosen and . 


when they do business for the retailer 


Seasonal Slump Is 
Wholesale Sales Ahead of 1930 





With hides maintaining an 85 per 
cent advance over sixty days ago, the 
expected advance on leather has come. 
There are firmer prices on sole leather, 
harness and collars. While there are 
still stocks in the hands of jobbers, 
bought at lower prices, these cannot 
last for any great length of time. 


Noted; 


should be materially better than it is 
right now. 


FEW PRICE CHANGES 


Another week has passed with few 
price changes. Wholesalers have made 
a somewhat belated adjustment in 
bright and brass goods quotations, and 
galvanized, as well. The first two are 
now quoted at 60 per cent discount 
and the galvanized at 10 and 10 per 
cent, or a slight reduction. Hack saw 
blades formerly 40 and 10 per cent 
discount are now 50 per cent. 





Department of Agriculture 
May Close Duck Season 


Washington advises that the depart- 
ment,of agriculture is seriously con- 
sidering an entirely closed season on 
ducks, ‘due to the scarcity caused by 
drought. in the northern breeding 
grounds ; during the past three years. 
The “open season has already been 
shortened by two weeks, but the de- 
partment’s authorities feel that even 
this will not provide adequate protec- 
tion. It is possible that a thirty-day 
open season on ducks throughout .t 
United States and Canada may be d 
cided upon, with a bag limit of ten 
birds and the prohibition of shooting 
over baited grounds. ASAE 

It is estimated that about 20. per 
cent of the waterfowl supply is killed 
each season and that a reduction in the 
kill to not more than 10 per cent is 
necessary to maintain the supply. 

Sportsmen may be disappointed, but 
will take the situation with good grace, 
in view of the bearing on the future of 
the sport of a conservative policy this 
season. 

Manufacturers of guns and ammuni- 
tion, wholesalers and retailers of hunt- 
ing equipment, and private and com- 
mercial hunting lodges would lose thou- 
sands of dollars in the event of an en- 
tirely closed season, and it is hoped 
that a partial curtailment will be found 
sufficient. 
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FOOD FOR THOUGHT 


BY 


E. B. GALLAHER 
Treasurer, Clover Mfg. Co. 
Editor, Clover Business Service 


I sometimes wonder why merchants persist in doing business with 


direct competitors—especially when they don’t have to. Here is a case—coated 
abrasive materials, 


It is a well-known fact that manufacturers of Sandpapers and Metal-Cutting Cloths 
have for years been selling direct both to dealers and to the industrial trade—they are 
| still doing it. In fact, the new policy of inten- 

sified branch distribution still further throttles 
the efforts of both dealer and jobber. Soon the 
merchant will have little trade left in this very. 
profitable commodity. They are legislating them- 
selves out of business. 





My OWN CROP? 
60f ADOZEN 
“ro EVERYGODY 


As an independent manufacturer of coated 
abrasives, we are adhering strictly to our old and 
established policy of jobber-dealer distribution. 
We have had no other policy for thirty years. 


Clover Color-stripe Abrasive Papers and Cloths are now being handled by hundreds 
of far-sighted merchants—among them some of the largest in the country. 


Quality and consumer acceptance have never been questioned. Our policy is right— 
our quality is right—our prices are right; and we are strong financially. 

Would it not seem just good common sense to allow us to protect for you the 
coated abrasive volume you have spent years in building up, before it is too late? 
A word to the wise * * * ! 











E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY You may send me, without obligation, samples of: 


me Green-Stripe Sandpaper. _| 
NORWALK, CONN., VU. S. A, nae Red-Stripe Turkish Emery Cloth—for polishing. 


| z. Yellow-Stripe Aluminous Oxide Cloth—for cut- 
1] | ting hard metals. The universal shop abrasive. 


SANDPAPERS | oe Clover Grease-Mixed Grinding Compound. _ 
| Clover Water-Mixed Valve-Grinding Compound. 




















METAL-CUTTING PAPERS AND CLOTH 








| Name 


| _Address 





CLOVER GRINDING AND LAPPING COMPOUNDS 








1 
| 
Character of business 
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DURING 1932 


for the first time 
you can offer 


The BLAIR 
AUTOMATIC 





at prices only slightly higher than low-priced compe- 
tition. These quality mowers are equipped with auto- 
matically adjusted Fafnir ball bearings—made by a 
company that supplies bearings for fine motor cars. 


Every Thursday night throughout the year Blair 
Lawn Mowers are advertised over the radio. Listen- 
ers are told about the mechanical advantages of the 
Automatic, Universal, Pilgrim, Hercules and other 
Blair models and advised to “Look for the green 
Blair label on the handle.” 


The Blair line is complete, and includes models with 
which to meet price competition. Write for quota- 
tions and circular of the 1932 line. 


BLAIR MANUFACTURING COMPANY 


Established 1879 


Springfield, Massachusetts 


BLAIR Drawcut 
LAWN MOWERS 

















Faith and Courage 


(Continued from page 37) 


We are not ignoring the difficulties, the frozen 
credits, the reduced incomes and the fears, that 
paralyzes demand. 

When was the path of the makers of America 
free from difficulties? Our prosperity was built 
on difficulties, American progress was made by con- 
quering difficulties. Take the career of the great 
builders of America, the frontiersman, the farmer, 
the mechanic and the merchant; they are an epic of 
courage, of difficulties conquered. When James J. 
Hill laid his railroad into the spaces of the north- 
west, success was not waiting with a kiss of wel- 
come. There was a wilderness before him—he had 
faith in will to conquer—he had vision founded on 
reality—he built his road on faith and he created 
the traffic—he did not wait for the people, he 
brought them to his service—he was one of the 
builders of our country and as he built our people 
built in the same faith, in the same fighting and con- 
quering spirit. They overcame greater difficulties 
than American business has to meet today, with less 
means than it possesses. — 

America is the giant of the world. It is not bank- 
rupt unless it is bankrupt of courage. The way is 
open to economic recovery in this country. Faith 
in ourselves, faith that gives courage and moves 
mountains, is the sole key to our problem. Have 
we lost that? The defeat of depression is in our 
own power, not only with the great captains of 
industry and finance, but with us of the rank and 
file, with every director of industry or commerce 
or transportation, with every worker still at work. 
The reconquest of prosperity in this country is a 
question of brains, the fighting will, enterprise, and 
hard work. 

Faith in ourselves, courage, enterprise, are all 
that are needed to put the vast powers of the Ameri- 
can people in operation again, not in the future, 
but now in this present moment. To doubt them, 
to hesitate and wait is treason to ourselves, is folly 
without adequate excuse. 

Let us all smile up and get going. 


The Making of Tacks 


Prior to 1820 tacks were made by hand on an anvil by 
boys who were apprentices to blacksmiths, the making 
being a lowly form of smithy work. About this time 
Thomas Blanchard of West Milbury, Mass., built a ma- 
chine that could turn out 200 tacks per minute which the 
youthful inventor sold for $5,000, a goodly sum in those 
days. The machine was so well made that the basic prin- 
ciples are still in use today in the high speed machines 
that turn out that many thousands in the same given time. 
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DANVILLE 





with ALLITH 


Garage Door Hardware! 


Free Wheeling isn’t new. Examine an Allith 
installation that’s stood the abuse of a dozen 
winters and you'll find that every single caster 
still “free wheels”—coasts along with a mini- 
mum of effort through winter, summer, 


spring and fall. 


They’re made that way. 
cided long ago that no single factor that en- 


Allith engineers de- 


tered into the performance of garage door 
hardware was too small to be taken into ac- 
count. With automotive precision they drew 
up the specifications for the equipment you’ll 
find in our catalog. Skilled workmen made 


the parts and assembled them. 


Tested by years of actual use, Allith has 
proved itself the leading line of garage door 
hardware. 


Dealers “free wheel” with Allith, too. Those 
who’ve sold one installation find that Cus- 
tomer Satisfaction gives a new impetus to 
their sales drive, and their profits “carry on” 
with an increased momentum. To class your- 
self with the most 
modern, most pro- 
gressive merchants 
—“Free Wheel” 
with ALLITH. Our 
latest catalog is 
yours for the ask- 
ing. 

No. “1180” for folding, 
sliding Garage Doors— 
keeps doors weather-tight 
and heat retaining. Can’t 
jump track; easily lubri- 
cated; quickly installed; 


steel frame, swivel type 
hanger; no side friction. 





Allith-Prouty Company 
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SCREWS 


on the job 


EARS of experience have 
taught us to make Ameri- 
can Screws to a uniform 
level of excellence. 


Each one has a slot that stands 
the strain; each one has clean 
cutting threads and gimlet 
points which are sharp and 
strong. Not one falls down 
on the job. ; 


Your customers can do any job 
better with American Screws. 


MACHINE 
SCREWS 


TIRE STOVE 
BOLTS BOLTS 





AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOF,225 WEST RANDOLPH SL.CHICAGO.ILL. 


Put lt Together With Screws 
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Step up to my 
“floor protection 























































These Bassick 
casters and 
NoMar rests 
sell themselves 
when display- 
ed like this. 





HERE is an item for every household need 

in the Bassick line. Easy-rolling, easy- 
turning casters for beds, tables, and furniture 
that is moved frequently. NoMar rests for up- 
holstered chairs, davenports and other heavy 
pieces. 

When customers walk into your store and 
see your “floor protection department,” they 
will be reminded of their needs. They will pick 
the items up, notice how easily the casters 
roll and swivel. They will see for themselves 
how NoMar rests will spread the weight of 
furniture and protect floors and coverings. 
These Bassick items will sell themselves when 
displayed. All you'll do is ring up the sales— 
and keep the line complete. 

Stock the 7 standard items shown on this 
page. They will fill all your customer’s needs. 
Your jobber can supply you. Write today for 
our dealer’s catalog, No. 106. 


THE BASSICK COMPANY 
Bridgeport, Conn. 






Branch Offices in— 


New York City, N. Y. Philadelphia, Pa. ° 
Grand Rapids, Mich. Chicago, Ill. 





Evansville, Ind. 





“Socket” and 
“Drive-on” 
type NoMar Rests, 


e and size 


d 
A s 
« Bassick caster for 
é ° every need. 





department” 








“For 35 years the buy-word for fine casters and furniture rests” 








Say, Joe, can you tell me 
why there are fewer railroad 
accidents than auto accidents? 

Joe: Well, perhaps not ex- 
actly, but I think one reason 
is because the engineer isn’t 
always hugging the fireman. 





Dear Editor: I am in love 
with a homely girl, but she 
doesn’t seem to care for me, 
while a pretty girl with lots 
of money wants to marry me. 
What shall I do? 

“Marry the one you love 
and send me the name and 
address of the other one.” 





Wife: “You don’t love me 
any more. When you see me 
crying now, you don’t ask 


why.” 
Husband: “I am awfully 
sorry, my dear, but these 


questions have already cost 


me such a lot of money.” 





Dentist (to patient opening 
his purse): “No, don’t bother 
to pay me in advance.” 

Patient: “I’m not. I was 
only counting my money be- 


fore you gave me gas.” 





‘ 


His Lordship: “I wish you 
would quit driving from the 


back seat.” 


Her Ladyship: “I will when 


you quit cooking from the 











dining room table.” 





The scene is a dress re- 
hearsal of Noah’s Ark. Hun- 
dreds of people and animals 
are running about. But above 
all the confusion can be heard 
the shrieks of the electrician: 
“What lights shall I use? 
What lights shall I use?” 
And the heavens open and a 
voice comes to him: “The 
flood lights, you sap.” 





He was a kind-hearted old 
gentleman, and it upset him 









Compiled by 





Justin PHUNN 


to see the poor little chap cry- 
ing. 

“What’s the matter, my 
little man?” he asked sympa- 
thetically. 

“I’m lost. Boo-hoo!” 

“Lost? Nonsense. You 
mustn’t give up hope so soon. 
Where do you live.” 

“Don’t know,” whined the 
youngster. “We've just moved, 
and I can’t remember the ad- 
dress.” 

“Well, what’s your name?” 

“T)-don’t know.” 


“Don’t know?” exclaimed 
the old gentleman. 
“No,” sobbed the boy. 


“M-mother got married again 
this morning.” 





Some girls let a fool kiss 
them—others let a kiss fool 
them.” 





Traveler: “Is this hotel run 
on the American plan?” 

Clerk: “Yes, any of the 
bell boys will supply you with 
liquor.” 





“What is more pleasant 
than a cold bath before break- 
fast?” asks a writer. The an- 
swer ts: No cold bath before 
breakfast. 





Judge: “Why did you hit 
your husband with this pis- 
tol?” 

Ruby: “’Cause it wasn’t 
loaded, suh.” 





A certain New York res- 
taurant man may be given 
credit for a rather novel win- 
dow display. This man didn’t 
have much money for adver- 
tising so he bought the big- 
gest fish bowl he could get 
hold of, filled it with water 
and put it in the window with 
this sign: “Filled with in- 
visible goldfish from Argen- 
tina.” 

It took seventeen policemen 





to handle the crowd. 
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“Iceland,” said the teacher 
in geography class, “is about 
as large as Siam.” 

“Iceland,” wrote little Tom- 
my in the examination two 
weeks later, “is about as large 
as teacher.” 

And that may explain why 
Tommy didn’t get promoted. 





Wanted: a furnished room 
for a single gentleman look- 
ing both ways and well ven- 
tilated. 





In keeping with the current 
rage, there comes. the minia- 
ture cocktail—one drink and 
in a miniature out. 





Why do they put so many 
holes in Swiss cheese when it 
is Limberger that needs the 
ventilation? 





Under this mound lies Goofy 
Bean, 
His chemistry few extol, 
He filled his tank with gaso- 
line, 
Himself with alcohol. 





City Editor: “Well, what 
was all the excitement?” 

Reporter: “Nothing but a 
cat fell in the bay and was 
drowned.” 

City Editor: “Great! Smoke 
it up for an extra. Nine lives 
lost!” 





Prison Warden: “You say 
you have a complaint to make? 
Well, what is it?” 

Convict: “There 
enough exits, sir.” 


ain’t 





Sunday School Teacher: 
“And when it rained forty 
days and forty nights, what 
happened then?” 

Bright Willie: “The natives 


said it was very unusual.” 





The worst thing about stum- 
bling over a fire plug is you 
can’t claim the fire plug was 
coming down the wrong side 
of the street sixty miles an 
hour. 





“T never see you with Miss 
De Style nowadays.” 

“No, I couldn’t stand her 
vulgar laughter.” 


“Really? I never noticed 
it.” 
“No? Well, you weren’t 





came 
hae ye no ambeetion?” 


Among the first to enter 
was Mrs. Clara Adams of 
Erie, Pa., lone woman passen- 
ger. Slowly her nose was 
turned around to face in a 
southwesterly direction, and 
away from the hangar doors. 
Then, like some strange beast, 
she crawled along the grass.” 





Wife: “Will you love me if 
I grow fat?” 

Husband: “No, I promised 
for better or worse — not 
through thick or thin.” 





First-aid Instructor: “Can 
you give me six good reasons 
for safety?” 

Pat: “Shure; the four little 
Murphys, me wife and me- 


silf.” 





She doesn’t paint, she doesn’t 
rouge; 

She doesn’t smoke, she doesn’t 
booze; 

She doesn’t kiss, she doesn’t 
pet; 

She’s fifty-eight and single yet. 





Wife (paying a_ surprise 
visit to husband in office and 
clapping her hands over his 
eyes): “Guess who it is.” 

Husband: “Stop fooling 
and get on with your work.” 





Horace: “What is a bach- 
elor, daddy?” 
His Father: “A bachelor, 


my boy, is a man who looks 





before he leaps—and_ then 
doesn’t leap!” 

“Paw!” 

“Now what?” 

“Why didn’t Noah swat 


both flies when he had such 
a good chance?” 





The Scot, goat of many an 
anecdote, occasionally turns 
the tables. 

Lord Alness, in his auto- 
biography, tells about an 
English political meeting. One 
of the candidates patriotically 
orated, “I have been born an 
Englishman, I have lived an 
Englishman, and I hope I shall 


die an Englishman.” 


From the back of the hall, 
in an unmistakable accent, 
the question: “Mon, 





there when I proposed to her.” 
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On Doors that 
swing in Lovely 
Slonves eee Pleasant 


Homes, striking examples 





of livability in all price 
ranges, are found equipt 
with GRIFFIN Hinges and 
Butts. The GRIFFIN Line includes items to meet every 





Hinge requirement throughout the home and the garage 
as well. ) Each embodies the skill; precision, finish and 
ability to give lasting service, which has characterized 

-- the name of GRIFFIN since 1899. 


ERIE, PENNSYLVANIA 





Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PURCHASE St. 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 MARKET St. 
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Reed & Prince products 

are right in accuracy, finish and package. 
You can sell them with the utmost confidence 
of customer satisfaction. 
These and many other types and sizes in 
steel, brass, bronze, Everdur, Monel, Stain- 
less, and other special alloys and plain, 
polished, nickel, copper, blued, galvanized, 
cadmium or chromium finishes. 


Standardize on Reed & Prince products: 


REED & PRINCE MFG. CO. 
WORCESTER, MASS., U.S. A. 


WESTERN BRANCH AT CHICAGO: 3635 IRON STREET 
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One Lesson 
(Continued from page 26) 


The other day, while motoring on the Boston Post 
Road, I came to a little town, which seemed to con- 
sist mainly of humble wooden cottages. It was evi- 
dently a poor town. The children on the streets 
were dressed very poorly. But right in the middle 
of this town a most expensive and luxurious high 
school was being built. When the children attend 
this school they will have luxuries that they never 
This of course is fine for the com- 
ing generation. But as I stopped and studied the 
building I could not help but wonder who would pay 
for it. I thought of the bonds stringing out into the 
future. I thought of the contractors. I thought of 
the gentlemen who sold the real estate. It does seem 
to me that even the luxury of our schools can be 


knew at home. 


overdone. 

Then on this same trip, I happened to study some 
of the public buildings in the towns I passed 
through. Here is a large block of land. Then 
countless granite steps leading up to something that 
looks like a Greek temple. If you have any busi- 
ness of a public nature, first you have to climb these 
steps. That is a pretty good job in itself, and then 
at the top of the steps, you see immense halls 
stretching before your eyes, without any regard 
either for convenience or economy. Well, I won- 
der who the harebrained architect was who first got 
Greek temples, which were built for worship, mixed 
up with public buildings supposed to be used for 
public business. This gentleman, whoever he was, 
certainly started something that has traveled all 
over the world. The result is neither a beautiful 
temple, nor a useful place of business. Of course, 
if these architectural gentlemen had followed the 
rules of correct proportion, the front of their busi- 
ness temples might not have been so bad, but when 
they forget correct proportions and extend a few 
pillars to the height of pine trees, the results are 
grotesque. A collection of photographs of Ameri- 
can court houses would be good for a laugh any 
day. All our national and state surpluses have been 
dumped into these court houses, and in most cases 
we not only have lost our surpluses and have gone 
into debt, but we have not even beauty as a com- 


pensation. 
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Acco Chain Rack 


This chain-sales display for Acco 
welded and weldless chain is offered 
by the American Chain Co., Inc., at 
York, Pa., or any of its branches. The 
model shown stands 54 in. high, by 16 
by 15 in. Net weight is 35 lb. Floor 
type is illustrated. A model for table 
display measures 2714 x 13 x 14% in. 
Weight is 12 lb. net. From four tu 
twelve reels may be held in rack, which 
is of heavy sheet metal, welded to- 
gether. Body is of dark olive green 
finish, with four-color lithographed 
sign. Six standard assortments are 
available to meet the different chain 
demands in various localities. Assort- 
ments contain from two to seven types 
of chain. 


.22 Super Shot Sealed Eight Revolver 

Iver Johnson’s 
Arms & Cycle Works, 
Fitchburg, Mass., 
makes this .22 Super 
shot sealed eight re- 
volver, a sport re- 
volver bored for .22 
long rifle standard 
It is built on heavy frame with high 











rim fire cartridges. 
carbon alloy steel heat treated cylinder and countersunk 


chambers and extractor. It is especially — commsomcm 
adapted for target practice, as a hunter’s side — 
arm, vacation sports and camping, and is 
also useful for home protection. The maker 
states that it is safe against accidental dis- 
charge. Overall length is 1034 in., while 
weight is 24 oz. Each chamber and ex- 
tractor are countersunk so that, heads of 
cartridges are flush with face of cylinder. 
De-flex rib makes sighting easy by de- 
flecting distracting light rays. Scored 
trigger, independent cylinder stop and 
piano wire springs are other features. Dealer cost is $10.30. 
Suggested retail selling price is $13.75. 











Zep-R-Chute 
The Zep-R- 


Chute is an aerial 
competition toy 
for outdoor use, 
offered by the 
Buddy “L” Mfg. 
Co., East Moline, Ill. It consists of a steel zepper attached 
to a fabric parachute and a bow stock, which throws the 
zepper high into the 
air. At the height 
of the flight the zep- 
per opens, the para- 
chute is released and 
the Zep-R -Chute 
drifts slowly back to 
earth. The outfit is 
packed in an attrac- 
tive colorful box, 24 x 5 x 1% in. 








A compact and simple 
counter display is furnished which does away with the need 


for demonstrating the toy. List price is $1. Dealer cost 
varies from $7.20 per dozen for minimum lot of 2 dozen. 
Four-dozen lots cost dealer $6.60 per dozen, while lots of 
6 dozen or more cost $6 per dozen. 
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EXTRUDED BRASS 


PIN TUMBLER 


PADLOCKS 





PADLOCK SALES THAT PAY: 


A helpful suggestion will often con- 
vince customers that it pays to pay 
more for the additional wear and pro- 
tection afforded by a good Pin Tumbler 
Eagle Padlock—and—you make a bet- 
ter profit in the same selling time. 


>o< 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


Wood Screws 
Stove Bolts 
Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 

















EAGLE LOGIC CO. 


26 Warren Street - New York 
114 Bedford St 


Branch Offices: 
177-179 N.Franklin St. 

Philadelphia, Pa. Chicago, Ill. Boston, Mass 

Works at Terryville, Conn. 


\ 521 Commerce St. 













Fall 
fv Time ! To Buy 


f 





Stove Pokers, Furnace 
Pokers, Lid Lifters, 
Stove Scrapers 





Arcade Steel Spindle Dampers are equi with an accurately 

molded extra heavy cast iron blade and sharply ground electric- 

ally welded spindle with nickel plated ie | spring handles. 
Made for all sizes of pipe. 






Bent End Stove Pokers 










a, 








Ace Bridge Pad Holder 


The: Ace card table bridge pad 
holder ‘:places bridge pad and 
pencil Ooff*table top, out of way, 
but convenient for use. Strong 
spring clip*holds pad tightly. Pad 
is rigid to-give a suitable writing 
base. It will attach to round oc 
square card table legs. Holder is 
offered in red, black and green 
finishes. It may also be used on the telephone or for kitchen 
table attachment. Essential Products Co., 424 East Wells 
Street, Milwaukee, Wis., offers this item to retail for 50c.. 
65c. west of the Rockies. Dealer cost, individually boxed, is 
$3.60 per dozen. 




















No. 5 Simplex Double 
Lift Screw Jack 


Templeton, Kenly & Co., Ltd., 1020 
South Central Avenue, Chicago, III., 
offer the No. 5 Simplex double-lift 
screw jack for cars and trucks with 
baloon tires and low axles. It is of 
telescopic screw type, with housing 
and gears of malleable iron, and 
screws which are steel and machine 
cut and cap of steel forging. Skid 
base is broad and ball bearings in- 
sure easy operation. Handle is 51 
in. long and will clear all obstruc- 
tion, such .as spare tires, bumpers, 








Straight End Stove Pokers 


Arcade Stove Pokers are made in nine different sizes and 
furnished either straight or bent. They have slender tapered 
points and handles formed of tempered wire, closely coiled 
and firmly attached. The entire Poker is fully nickel plated. 












Stove 
Scraper 













The heavy duty furnace poker is especi- 
ally substantial, 14” in diameter and 48” 
long. 







This Arcade Stove Scraper is made in all 
standard sizes. The blade is 114x334”, and will 
not come loose. 


Wo. 9351 Lid Lifter 


















Loop handle lid lifter 
| with spring wire handle 
securely locked on the 
casting. Length over all 
9”. Handle does not get 


hot. 
CAST 


Areade Manufacturing Co. 
Freeport, Illinois 
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H New York San Francisco Portland | Salt Lake Cit 
| 200 Fifth Avenue Los Angeles Seattle Denver ‘ 
Chtenge ant oti D. D. Ottett, | 
. T. Otis y Bs ott, Ine. 
Merchandise Mart Room 14-111 11! Summer St. Santa Fe Bid. 
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| takes all downward 


Beach motor has worm drive, three speeds. 
| are: Chromium plated beater, green baked enamel base and 


etc. It is made with positivé hinged locking joint and can- 
not buckle when in use. It locks in socket and enables jack 
to set under axle or spring clip instantly. Handle can be 
stored in tool box as it may be folded. Capacity is 11% tons, 
height is 6% in., raise is 8% in., and weight is 7 lb. List 
price is $4. Dealer cost is $2.30 each. 





Hamilton Beach Combination 
Food Mixer, Juice Extractor 


The Hamilton 
Beach Combination 
Food Mixer and 
Juice Extractor has 
a ball thrust bear- 
ing for the juice 


extractor attach- 
ment. Hamilton 
Beach Mfg. Co., 


Racine, Wis., is the 
maker. Ball thrust 





pressure and leaves 
full power of the 


motor to drive the extractor. Extractor bowl may be lifted 


| off free from all metal parts and washed like a china dish. 


Bowl is 7 in. in diameter and 3 in. deep. Mixer is portable 
and may be used with any bowl or pan, as brace is adjust- 
able. Mixer can be taken from stand for mashing potatoes 
in kettle and mixing while foods are cooking. Hamilton 
Other features 


attractive extractor bowl of green opaque glass. Suggested 
retail price is $21.50; $21.95, west of the Rocky Mountains. 
Combination does not replace the Standard Hamilton Beach 


| Food Mixer, listing at $18.50. Dealer discounts on combi- 
| nation are: 35 per cent in lots of one or two, and 40 per cent 


in lots of three or more. 
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tire Chromium Finish line. 


SALES OFFICES 


RINGCO BRAND 


CHROMIUM FINISH BATH ROOM FIXTURES 


Noss s Sseaeeg.o Sve Pees 170 Summer St. 
SOUT PREM. 5 o'0. 506: bi vielice 0:4. w NO 2 Hudson St. 
NEEDS ho oo cece sees Seews 29 E. Madison St. 
SAN FRANCISCO........ 116 New Montgomery St. 


Many dealers are increasing sales by offering Enduring Chromium 
Plated Bath Room Fixtures (all made from solid brass). 
Write for copy of Chromium Folder “XA” which illustrates our en- 


MADE BY 


AMERICAN RING COMPANY 
WATERBURY, CONN. 


WE MAKE ALSO 
EYELETS—GROMMETS 
FERRULES—BRASS CASTINGS 
UPHOLSTERER’S NAILS 
FURNITURE HARDWARE 
SPECIAL BRASS GOODS TO ORDER 














Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 
Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 





BIG SALES REPORTED 


In reordering, dealers everywhere are reporting big 
sales on Rubber Tips and Bumpers from their open 
display counters. They fill the demand in the modern 
home for freedom from noises and protection from 









scratches made by careless hands. 


The ideal quality 


of other uses in 





Boston Rubber Chair Tips 


This perfect tip because of its me- 
chanical assembly that fits easily 
into the chair legs las. proved a 
very popular number. 3 
sizes—4”", 7%” and 1”. 


Send for Catalogue No. 50 

Complete line-up on all our Rub- 

ber Tips and Bumpers. Supplied 
by your wholesaler or direct. 








AUGUST 20, 1931 


4 sizes—*4”", %”, 1” 







Slotted Screw Tips 


low-priced 


bumper for door stops, furni- 
ture, closet seats, and hundreds 


the home. 
and 1\%”. 





lI EASES AE SORE ll 
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“a F it’s an 
‘ARMSTRONG BROS.” 
it’s a Better Pipe Cutter 
or a Better Cutter Wheel 


ARMSTRONG BROS. make “Barnes Type” 
and “Saunders Type” Pipe Cutters, but they 
make them in the Arm-and-Hammer way 
with: Bodies of Certified Malleable Iron, 
Hardened Tool Steel Pins and Rollers, with 
hardened steel blocks embedded in the 
swinging arms for the thrust rod to bear on. 


The ARMSTRONG BROS. Heavy Duty Pipe 
Cutter has, in all, 14 improved features. 
ARMSTRONG BROS. Knife Blade Cutter 
Wheels are thin, penetrating. They cut 
faster, easier. Made of svecial allov steal 
they hold their keen edge. 


These improved Pipe Cutters sell readily, in 
the face of the toughest competition. They 
are above price. They bear the Arm-and 
Hammer Trade Mark—the recognized mark 
of the “Better Pipe Tools.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S. A. 












Write for Catalog B-27, 
176 pages of Quality Tools 
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Jacobs Builds Business on Fundamental 
Hardware Items 


(Continued from page 36) 


quired nails on hand when 
wanted. 

The tack stock is likewise a 
varied one, since the store car- 
ries 73 kinds and sizes, as fol- 
lows: 


Sizes 
Swede cot tacke..............0. 9 
SEU EGOKS 5 ooo bo cseng Se eeles 7 
Upholstery tacks ...........:... 10 
SEMI 5.55 cc t.ig 505 S'S Gb 3 8 
IOI a Aas eS SH 7 
0 SS Se aa ee ae ae ff 
ES er 3 
Double pointed tacks........... 3 
ee eee 6 
0 ee eer 6 
Bill posters’ tacks... <5 6.65.5. 6 
Number (1 to 50) tacks........ 1 


In rivets, the stock includes 69 
sizes and kinds: 


Sizes 
Copper rivets 5) cater Ce 
Iron rivets ..... oe os 
Tinned rivets .. Sees eae 


The glass stock is exception- 
ally complete, including: 
Sizes 
Single strength, from 6 x 8 to 
30 x 36 re 108 
Double strenth, from 12 x 12 to 
48 x 76 . 


This meets all demands for 
common and double - strength 
glass. The double strength sells 
for large windows in residences 
and small stores. There is prac- 
tically no competition in the 
larger sizes. 

Screws are represented in the 
stock by 712 kinds and sizes: 

Sizes 


Common, flat head, bright, from 
14 in. No. 0 to 5 in. No. 24.... 154 


Blued (round head and flat).... 74 
Nickel (round head, oval head 
and flat) ae 84 
Brass (round head, oval head and 
DMN hoy os cuts. WE eee 96 
Cap screws gota ees <n 
Set screws he eh. Sule ce £ Seta OO 
Machine screws (round head and 
Pree at gh ewes tae Oe 


Last year one of the local fac- 
tories had an expect mechanic 
sent from New York to Auburn 
to fix an elevator. He found that 
he needed some No. 24 screws 
31% in. and 41% in. long, and 
was agreeably surprised to lo- 
cate them in the Elms Hardware 
stock. He bought 2 gross of each. 

Mr. Jacobs realizes that few 
dealers will find it practicable to 
carry the kinds and sizes of hard- 
ware staples which he stocks. He 
realizes that comparatively few 
dealers are located in towns or 
cities where prospective business 
from factory sources is on par 
with that of Auburn. At the 
same time his business experi- 
ence in towns where manufactur- 
ing is not a factor, convinces him 
that the policy of the average 
dealer should be to first acquir 
a hardware reputation; then use 
it as a foundation on which to 
build sales in diversified lines. 

Mr. Jacobs likewise believes 
that every hardware merchant 
should take an active interest in 
local and state matters, includ- 
ing those which are political. 
He has served several times as a 
member of the Maine Legisla- 
ture, and has never found that 
such activities have had any ad- 
verse effect on his business. In 
fact, he feels that the reverse is 
true. 

Be that as it may, Leslie 
Jacobs is a factor in his com- 
munity, a successful hardware 
merchant and a leader in the 
hardware trade of New England. 
His viewpoint on the importance 
of maintaining the hardware at- 
mosphere of a modern hardware 
store is worthy of careful con- 
sideration. 
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Their Most Valued Customers 


(Continued from page 25) 


cessories and tires are handled 
on a jobber basis. 

The paint department is lo- 
cated near the main entrance on 
the first floor. Only a few sam- 
ples of each grade are kept on 
the floor, so all are easy of ac- 
cess. But the stock room is one 
of the most complete to be found 
and includes as much as 500 gal. 
of one grade of white paint. A 
separate building is utilized for 


oil storage so that only a mini- 
mum insurance is necessary on 
the main fireproof structure. 
The company features paint 
in its newspaper and billboard 
advertising and in extensive win- 
dow displays, and has many 
women customers who give or- 
ders over the telephone. Mr. 
Thoms has been with the com- 


pany 12 years. 





Why Some Hardware Stores Do Not 
Benefit From Open Display 


(Continued from page 27) 


stores. Thus they were unable, 
with so much space devoted to 
low-price merchandise, to main- 
tain anything like sales volume. 
Sample boards had been neg- 
lected, samples having been sold 
from the boards and not re- 
placed; merchandise allowed to 
collect dust, compartments in the 
tables were dusty, price tags were 
missing on many samples, small 
items were mixed with unrelated 
ones in adjacent bins. Large 
pieces of advertising material, 
or high displays of merchandise 
had been placed in positions 
where they obstructed the view 
of the store visitor. 

Contrasted with these findings, 
they interviewed many dealers 
who were whole heartedly in fa- 
vor of open display, and were 
putting it to proper use. Braw- 
leys. were so thoroughly con- 
vinced that they installed mod- 
ern fixtures and rearranged the 
entire store. This took place 
about three years ago and the 
firm has had ample proof of the 
wisdom of the change. During 
the first year of the new arrange- 
ment business increased 30 per 
cent, despite the fact that many 
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stores during the time were show- 
ing a decrease. It was natural 
that Brawley Bros., like many 
others, should regret that the 
change was not made sooner. 

The same salesforce has been 
able to handle the increased busi- 
ness, because of the greater con- 
venience and efficiency. More 
women are patronizing the store, 
although the store is located some 
distance from the main shopping 
center of Charleston. These wo- 
men are generous in their praise 
of the new arrangements and 
show genuine fascination with 
the hundreds of items now on 
view in a way that brings their 
cash. 

Increased business is espe- 
cially noticeable in the tool de- 
partment, and many additional 
sales are made ghat are attrib- 
utable to the new displays. 

The store’s clientele is about 


evenly divided between town and | 


country people and both classes 
seem equally pleased with the 
improved facilities. The stock 
inventories about $60,000, and 
the store proper is 24 x 90 ft. 
Although there is an over- 
abundance of chain and mail 
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ERLOY Steel 

Merchan- 
dising Equipment makes it 
easy for dealers to display their 
goods attractively and conven- 
iently. 


More retail sales are bound to 
be made. Increased profits are 
a sureresult. And every dealer 
today is looking for a way to 
increase profits. 


Berloy offers a complete system 
of open display equipment, 
designed from the viewpoint of 
the dealer and his customer. Em- 
bodying the finest of workman- 
ship and material. Durable. 
Good looking. Economical. 


Berloy specialists will give you 
the benefit of their wide ex- 
perience in the equipment 
field—and will gladly help you 
in designing correct store lay- 
outs. Write for the new Berloy 
Catalog just off the press— 
“Steel Merchandising Equip- 
ment for Hardware Stores”’. 


THE BERGER MFG. CO. 
CANTON, OHIO 


Division of 


Republic Steel Corporation 
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PROFIT MAKING 
HARDWARE SPECIALTIES 








When Winter Comes Every 
Car Owner Needs a 


Kees Frost KLEERER 


Wherever snow, sleet and frost are preva- 
lent you will find an unlimited market for 
Kees Frost 
Kleerer. 





Removes dan- 
gers of — 
driving 
keeping He 
shield clear of 
ice and snow 
Aluminum 
frame; trans- 
parent back; 
nichrome re- 
sistance wire. 
J Seay with 
ire an 
switch or cowl light socket hes Ford cars. 


Attractive ous cards and other dealer 
helps furnished. Write NOW for full in- 
formation about this big profit maker. 


SoM 


F.D. KEES MFC. CC. 


BEATRICE, NEBR. 
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WHAT’S YOUR 
SYSTEM? 


There are three ways 
of conducting a busi- 
ness . . . by RULES 
. . by HUNCHES 
. and by FACTS. 
Rules change 
hunches go sour . 
but FACTS, bitter and 
sweet alike, march on 
in a never ending, im- 
pregnable procession. 
Best march with them. 
You move faster and 
with more certainty. 
For over three-quar- 
ters of a century 
HARDWARE AGE 
has presented, week 
by week, the Facts of 
the Hardware Trade. 














order stores in competition, Mr. 
Brawley states that the store 
meets no difficulty on the price 
question. He has been able to 
meet them in every case and un- 
dersell them at a normal profit 
in others. 

Brawley Bros. declare that 
they do not feel the need of in- 
creased buying power to meet 
their competition. Instead, they 





concentrate their purchases with 
two large wholesale firms, who 
have cooperated with them in a 
very satisfactory and effective 
manner. 

The business was established 
in 1880 by the late D. A. Braw- 
ley, father of the brothers, D 
E. and R. M., and has occupied 
the present location for the past 
thirty-eight. years. 





Paint Now One Third of Total Volume 


(Continued from page 23) 


“Well, we met Roger Hay, 
and found him a likable, efh- 
cient department manager, in- 
terested in his work. His face 
lighted up as he told of a spe- 
cial sale held in cooperation 
with the paint manufacturer, 
which resulted in the firm selling 
approximately a carload of paint 
in a single week. The King & 
Dexter Co. spent about $650 ad- 
vertising and putting on this sale; 
the manufacturer spent an equal 
amount. When the sale was 
over Hay’s department had rolled 
up a sales total of $5,579 worth 
of paint. 

“Of course,” said Mr. Hay, 
“we didn’t make our usual mar- 
gin during the sale, because of 
the heavy promotional , expense. 
However, we did net a fair 
profit and how we did build busi- 
ness. The next two months 
showed decided increases in 
paint sales over the same months 
of the preceding year, and we 
held the incréased trade. In 
fact,” he said, “Our paint busi- 
ness in 1930 was larger than 
that for 1929, and our sales to 


| date for 1931 are ahead of those 


for the same period last year.” 


While the King & Dexter Co. 


| has a well-balanced paint trade, 


it sells an exceptionally large 
volume to master painters, and 
on a profitable basis. This is 


due to intensive cultivation of 
the painter and contractor trade, 
and to the fact that the firm car- 
ries a special line of mixed paints 
for painters. On this line the 
painters get a special case-lot 
discount. Naturally the firm 
caters to the master painter trade. 
In 1930 it~held a “smoker” and 
get-together dinner for its paint- 
er customers. Over 50 master | 
painters and contractors attended, 
and this friendly gesture greatly 
stimulated the firm’s paint sales. 
Whenever a heavy paint sale 
is made to an individual cus- 
tomer, the master painters are 
notified. They reciprocate by 
recommending the King & Dex- 
ter paint department, and by pur- 
chasing their ‘supplies there. 
Both Roger Hay and Mr. King 
feel that the business with paint- 
ers and contractors is profitable 
and well worth going after. It 
is obtained very largely by per- 
sonal contact and the giving of 
special attention to the needs of 
the paint trade. Comparatively 
little newspaper advertising is 
used for this part of the busi- 
ness. Instead there are personal 
letters, special circulars, personal 
calls, and an occasional get-to- 
gether party. The business with 
painters runs into heavy volume, 
and the profits are satisfactory. 
Credits and collections are han- 
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dled efficiently, and there are 
comparatively few losses from 
bad accounts. 

The King & Dexter paint de- 
partment is in a separate room 
connected with the main sales 
room. It is well arranged and 
decidedly attractive in appear- 
ance. One of its features is a 
bargain counter used for clean- 
ing out any overstocks or poor 
sellers. As a result the stock is 
exceptionally clean and up to 
date. 

The firm’s advice to hardware 
merchants generally is __ this: 
Find out the sales possibilities 
for paint in your trade territory. 
Put in a stock based on your 
fair share of sales and go after 
the business. 





Atkins Issues Poster on Saw 
Book for Home Craftsmen 


E. C. Atkins & Co., Indianapolis, Ind., 
offer dealers an attractive illustrated 
poster telling customers of the advantages 
and value of the “Atkins Saw Book for 
Home Craftsmen.” A limited number of 
these posters are available. The posters 
show the book itself as well as -illustra- 
tions of people using Atkins saws of 
various types on different jobs. There are 
also illustrations of some of the summer 
month items that can be made by follow- 
ing instructions in the book and getting 
certain plans which are mentioned. 

With each poster the Atkins company 
is giving dealers blanks to be filled in 
when sales are made on Atkins saws. In- 
formation called for includes customer’s 
name and address and dealer’s name and 
address as well as data as to the types of 
Atkins saws bought by the customer. To 
customers buying Atkins saws, within the 
time limit on the offer, a copy of the 
handbook will be sent with the dealer’s 
compliments. Letters of explanation are 
sent out with the poster, telling the dealer 
how to use it in an effective manner. 





World Has Nearly 36 Million 
Registered Motor Vehicles 


A total of 35,805,632 motor vehicles 
were registered in the world on Janu- 
ary 1, and of these 26,697,398 were 
owned in the United States, according 
to a census of motor cars by Charles 
F. Baldwin of the Automotive Division 
of the Department of Commerce. 
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bring new sales 


opportunities fo 
Theyre Wonderful for 


MIXING PAINT, arte 


PASTE € CHEMICALS 


Thousands of Dazey churns are now in 
use by painters, paper-hangers, chem- 
ists, manufacturers of patent medicines, 
beauty lotions and preparations of all 
kinds that require emulsifying. You 
can recommend them as the best mix- 


PUT DAZEY CHURNS ON DISPLAY 














New Uses 


For Dazey Chums 
JSobbers* Dealers 


ers of liquids on the market. 


IN YOUR PAINT DEPARTMENT 
Order from Your Jobber 


Dazey Churn & Manufacturing Co. & te 


Saint Louis, Mo. 
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ON THE OUTSIDE 
LOOKING IN— 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 


camp axe. 


The commuter, the farmer, the house- 
wife, all who pass your windows judge 
you and your merchandise by your 


window displays. 


“Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 


Don’t neglect your best invitation to 
new and increased business. 























50 years on a DOOR 


good for 50 years more 














Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE MARK 





Factory at Brooklyn, N. Y. 








Stock 
and Profit with 


UALITY / - : 
Product ai 


* 


GiB Fo B+ Pag 


LOOK FOR THE “GaB” LABEL --YOUR PROTECTION AGAINST SUBSTITUTION 


PEARL 


LIGHT 
14-16-18 Mesh 

14-16 Mesh 
_ Continned preference with experienced buyers everywhere, and the increasing sumber 
DREFERENCE= "rr cosemen, tesiy to te someess of our athereace to the sanlris of QUALITY 
and SERVICE which have established the mame of “G & B” as a guaranty of dependability — 

e 


The Gilbert & Bennett Mfg. Co 
NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. Sen 











Brown & Sharpe 
Blocks and Clamps 


The Brown & 
Sharpe Mfg. Co., 
Providence, R. L., 
has recently an- 
nounced two tools, 
known as V blocks 


and clamps No. 
750 B and V 
Block No. 750C. 


V Block No. 750C 
was illustrated in 
the July 30 issue 
of HARDWARE AGE 
on page 72. In 
that issue it was 
stated that both 
types had stepped 
clamping lugs. This is a feature of No. 750B and not of the 
other type. The lugs of No. 750B give four advantages. 
Clamps do not project and blocks can be used on their sides, 
while; stepped construction allows changing clamps quickly 
from small work to work 2-in. in diameter. Blocks are ground 
in pairs and are sold that way. They can be used in any 
position and all sides are at right angles. Blocks are of 
hardened steel.21% x 234 x 2 inches, while clamps are drop 
forged and clamp screws are hardened. V Block No. 750C 
leaves the entire top side of work accessible. The two 
clamps are designed to hold stock of square or rectangular 
cross-section, as well as round stock. Hole through center 
of block allows drills, etc., to-project through work. Tongue 
in bottom is convenience when block is used on machine 
table, where it can be clamped conveniently by flanges. 
Block is of hardened steel 3 x 434 x 2 in. and is ground on 





its bottom. It has capacity for round stock up to 114-in. 
diameter. Clamps and screws are hardened. No. 750B is 
illustrated. 


Stanley Light Pin Punches 
and Three Foot Rules 


The addition of a line of light pin punches has been an- 
nounced by The Stanley Rule & Level Plant, New Britain, 
Conn. They are handy tools for driving generator pins and 
similar delicate work, following long cotter pins, etc. Punches 
are made from high carbon tool Steel, carefully hardened 
and tempered, with machine knurled shanks and polished 





points. There are nine different sizes, from 1/16 in. to 4 in., 
which can be ordered separately, and two canvas kits, one 
containing six punches and another containing nine punches. 
The same organization offers a 3-ft. rule to retail for the 





suggested price of 25c. It is a 3-ft. four-fold rule, 1 in. wide. 
Sticks are of seasoned hardwood, clearly printed with large 
clean black figures and graduations, and strongly hinged on a 
square brass joint and middle plates. The rule is offered 
particularly for the housewife, home-owner, boy carpenter 
and other occasional rule users. 
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Pivot Bearing 
Ball Bearing 
Grip Neck 

Truck Casters 


Institution 
Casters 





FAULTLESS CASTERS 





Profit and Satisfaction 


from 























Neu York 
Chicago 














Los Ange le S 


NATIONALLY ADVERTISED 


Grand Rapids 


NOELTING 


| Pe Om Os te Op De 


High Point, N. C. 


‘ . ~ Canadian Factory 
* CASTERS Stratford. Ontario 


EVANSVILLE, INDIANA 

















WwooD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 








~-(CHICAGO)— 


SPRING HINGES 


66 e 939 
The “Premier 
Ball-bearing—Adjustable Tension 











Type 4001 


Quality with Economy 


Sell your customer a Quality Hinge without in- 
creased cost. 

Contractors save the difference in price of the 
Premier Spring Pivot-Hinge through economy in 
application. The single rectangular mortise cut at 
the corner of the door can be made quickly and ac- 
curately without extra fitting. 

Dealers who sell Chicago Premier Spring Pivot- 
Hinges satisfy their customers and pave the way 
for increased sales and future profits. 


Chicago Spring Hinge Company, 


NEW YORK 
U. S. A. 


CHICAGO 











“IVES” Patent Ventilating Lock 





Bhowing Window Showing Window 
Closed. ; Open. 


Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


| TuE H. B. Ives Co. 





New Haven, Conn., U. S. A. 
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At last! A nail that 
you can feature 
with bigger profits and 
faster sales for it 


me 
PLITZ +O cs 


TRADE Men Stee 


Sores ‘cutting edges--more nails per pound -- 
made from virgin steel -- less bent nails -- less 


split wood. 
MADE IN ALL SIZES OF 
COMMON CASING FINISHING 
CEMENT COATED BOX 
LARGE HEAD ROOFING NAILS 
SPIKES and SPECIAL NAILS 
WRITE FOR FREE SAMPLES 
NORTHWESTERN BARB WIRE C0. 


Since 1879 STERLING, ILLINOIS 
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Since 1883 the Enterprise Name 
has been associated with 


Iron Fences 


and Ornamental Iron Gates 


You can build a paying Fence 
business in your community with 








of /B no investment in stock. 
7 ~ i 
Enterprise 
’ Iron & Wire Fence Co., 
4 1100 East 24th Street, 











































































































Indi Ma Indi 

















REAL FILE VALUE 
is represented by the 
NICHOLSON 
and 


BLACK DIAMOND BRANDS 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 


site, A FILE ‘ 
USA. FOR 
ves EVERY ” 
Providence Factory PURPOSE Philadelphia Factory 


NICHOLSON FILE CO. G. & H. BARNETT CO. 











Rubyfluid sells twice as fast as 
most Soldering Fluxes, because 
it serves two uses—it is also a 
most practical Tinning Flux as 
it requires no rubbing. Good 
Profit. 


Send for FREE sample and prices 
RUBY CHEMICAL CO. @ @ @ 
68 McDowell St., Columbus, Ohio 








POULTRY SUPPLIES 


Thousands of Moe's Poul- 
try Fountains are in daily 
use. They save time, pro- 
vide the flock with plenty 
of clean water, are trouble 
free and give long service. 
One of the many good items 
in Moe's Big Line of Poul- 
try Equipment. 





ane 
sas Write for 
Moe’s Automatic Catalog 
Poultry Waterer and Prices 





HoEFT & Company ‘“ 


2305 Davis St. North Chicago, Ml. 


























Flit Insect 
Repellent Cream 
Stanco Inc., 2 Park 
Avenue, New York City, 
now offers Flit insect 
repellent cream. It is 
especially interesting to 


sportsmen and_ others 
fond of the outdoors 
Flit insect repellent 






ODORLESS 
GREASELESS 


cream is applied like 
vanishing and is said by 
the maker to render ex- 
posed parts immune to 
the assault of black flies, mosquitoes, punkies, deer flies, 
midges and other flying insects. This cream lists at 50c. a 


tube. Dealer cost is $4 per dozen. - 


Westinghouse WL-65 and 
WL-85 Refrigerator 


Westinghouse Electric & Mfg. Co., Mansfield, Ohio, has 
introduced two additional members of its electrical refrigera- 
tor line, the WL-65 and WL-85 models of the “completely 
balanced” Standard type. Cabinets are of welded steel shell 
construction. Some of the features are: usable buffet top, 
broom high legs, arm-high temperature selector and defrost- 
ing switch, satin finished chrome-plated hardware, cabi- 
net finish of humidity and grease resisting white lacquer. 
Safety-Zone food compartments are of one piece removable 
porcelain-on-steel construction. ~ Extra storage space is pro- 
vided for tall bottles. Frosters are of flooded type, porcelain 
enameled inside and out, equipped with aluminum ice trays 
and one rubber tray. Ice cube capacity of both models is 
96 cubes or 11 Ib. Refrigerating units are of hermetically 
sealed forced draft cooled type and incorporate the same fea- 
tures as the WL-45 unit; including Spencer thermostat, per- 
manently oiled compressor and motor, and porcelain auto- 
matic electric froster. List prices are: WL-65, $240.00 and 
WL-85, $340.00. The latter model is of two door type, while 


| the former is of single door type. 


Yard-Boy Incinerator 


This incinerator for burn- 
ing garbage, rubbish and 
other refuse outdoors is 
made by The Malleable Steel 
Range Mfg. Co., South 
Bend, Ind., and is known as 
the Yard-Boy. It will burn 
garbage, when paper, etc., 
is also placed in the con- 
tainer. Spark arrester on 
the stack, down draft and 
heavy gage aluminum fused 
metal body and stack, which 
are spark-arresting, are fea- 
tures of the incinerator. Use 
of perforated inner flue and 
base are responsible for 
downdraft. The maker states 


that it will burn evenly, even though jammed full of refuse. 
| Grate is of heavy cast iron. Sizes and list prices are: No. 
| 1, $15.50, 14% bushels capacity; No. 3, $28.25, 3 bushels 
capacity, and No. 6, 6 bushels capacity, $49.50. Nos. 1 and 
3 are for homes and cottages. 
parks, stores, hotels, etc. 


No. 6 is for estates, camps, 
Dealer discount is 30 per cent. 
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Napier Captive Golf Tees 


The Napier Co., 389 Fifth 
Ave., New York City, offers cap- 
tive golf tees in sterling and sil- 
ver plated styles. Chain and 
swivel pegs are strongly soldered. 
Composition heads on the tees 
will not injure clubs, says the 








maker. Standard captive tees, which are silver plated list at 
$1.00, while the De Luxe or Sterling captive tees list at $2.00 
each. Dealer costs are respectively $7.00 and $15.00 per 
dozen. 





G-E Battery Console 
Radio 

The Merchandise Dept.. 
General Electric Co., Bridge- 
port, Conn., offers this battery 
console set, which is an adap- 
tation of the G-E Junior. It 
is said to be arranged so as to 
operate with practically the 
same performance from bat- 
tery supply as the Junior gives 
from A. C. supply. The same 
screen-grid superheterodyne 
circuit is used. Two volt 
tubes are used throughout and 
receiver is operated with the 
new two volt air cell battery. 
With the air cell battery and 
large size B batteries, it is 
said the set will operate for approximately one year without 
battery attention. A new type dynamic speaker, having a 
permanent magnetic field is incorporated in the set. Receiver 
is housed in a lowboy console cabinet sufficiently large to 
contain all of the necessary battery equipment. Suggested 
retail selling price is $99.50. 





Old English Self 
Waxing Polisher 


The new Old En- 
glish self waxing 
polisher carries the 
liquid wax in the 
hollow handle. By 
pulling the trigger, 
as shown in the illus 
tration, the wax is 
sprayed on the floor. 
Device can also be 
used to apply paste 
wax, inasmuch as the 
lamb’s wool can be 
displaced and cheese- 
cloth inserted. The 
polisher, which is de- 
signed especially for 
applying Old En- 

glish Liquid Wax, may be used on any kind of floor, says the 
idan The A. S. Boyle Co., Cincinnati, Ohio. A touch of 
the foot to the base changes the device into a polishing brush. 
With each cleaner is included a felt polishing pad, which can 
be clamped on the base. The polisher, which lists at $6.90 
with a pint can of Old English Liquid Wax, is of light weight 
and may be carried from floor to floor, with ease. 
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DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 











& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company Limited, 660 St. Catherine Street West, 
Montreal, P. Q. 


Walworth International Co., 19 Rector St., New York, 
Foreign Representative 











See as TABLE OFFER 


Dh Ble Gena Think of a genuine Heller Merchandising 
Table for only $23.95! A new, up-to-the- 

minute table, designed ~ increase your 
sales. At this low price, can sfford 
to equip your store with "tables. Easy 


monthly payments make it possible to Lan 
out of income b 











price of table. 





SEN HS Oe ee eo? ane t otvataed 
COUPON 


Please 
Send a information on your special summer 
offer 0. tables. 

. BA SIGN NAME AND ADDRESS IN MARGIN 























WICKWIRE BROTHERS 


Hardware Cloth 
Os Be he Made from best Open Hearth 


uge wire galvan- 
ized AFTER woven. Every 
operation controlled by us. 
l Standard widths, six inch steps, 
12 to 48 in. 50 and 100 lineal 
ft. rolls. 


Ask Your Jobber. 




















Trow & Holden 


STONE WORKING TOOLS 


have been quality products for over 


40 years. Send for catalog. 
Trow & Holden Co. 























Barre, Vermont 








NO SPECIFICATION 
sounder CAN BE MADE 


Those who specify Sargent Hardware have come to 
consider it—not merely as equipment of the required 
high quality—but as an additional means of express- 
ing true character in decoration. Sargent & Company, 
New Haven, Conn., New York, Chicago. Belleville- 
Sargent & Co., Ltd., Belleville, Ontario, Canada. 


SARGENT 


LOCKS AND HARDWARE 














Needed in every home 
to 


Hang-up-Things 





Moore Decorative Push-Pins. . 
Moore Decorative Fasteners. . 








tions. 2-8 
Our attractive counter FA py vd displays make 


sales wherever shown. for our new illus- 
trated price list, or order through your Jobber. 


MOORE PUSH-.-PIN CO. 
113-125 Berkley Street, Philadelphia, Pa. 































Coming Hardware 
Conventions 


AMERICAN ASSOCIATION OF MAsTER LOCKSMITHS, Fourth 
Annual Convention, Hotel Stevens, Chicago, IIl., Nov. 2, 
1931. J. Y. Goltz, secretary Chicago Chapter, 2539 Mil- 
waukee Avenue, Chicago, IIl.; Walter S. Orrell, secretary 
Grand Lodge, 206 Pear] Street, New York City. 

AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConveNTION, New Palmer House, Chicago, IIl., Oct. 19, 
20, 21, 22, 1931. Charles F. Rockwell, secretary- treasurer, 
342 Madison Avenue, New York City. 

Iowa RetTatL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 

| Jacobson, secretary, lowa Hardware Building, Mason City. 

Ittinois RetarL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15. 1932 Exhibit at Mer- 
chandise Mart, Jan. 11, 12, 13, 14, 15 and 16. Paul M. 
Mulliken, managing-director, 1141 Merchandise Mart, 
Chicago, Ill. 

Micuican Retart HARDWARE AssOcIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 2, 3, 4, 5, 1932. Harold 
Bervig, secretary, Marine City. 

Minnesota RetTatL HARDWARE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, New 
Palmer House, Chicago, IIl., Oct. 19, 20, 21, 22, 1931. 
George A. Fernley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 

New Encianp Retat, HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 

New York StaTE RETAIL HARDWARE ASSOCIATION Con- 


| VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 


will be held at Madison Square Garden; headquarters, 
Hotel Edison, Forty-seventh Street, west of Broadway. 
John B. Foley, secretary, manager, 510 Hills Bldg., 
Syracuse. 

NortH Dakota Retart HarDwaRE AssociATION Con- 
VENTION AND EXHIBITION, Feb. 10, 11, 12, 1932. Place 
of meeting to be decided later. C. N. Barnes, secretary, 
Grand Forks. 

Onto Harpware AssociATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 
Bank Bldg., Dayton. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INC., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, Managing Director, Wesley Building, Philadelphia. 

SoutH Dakota Retarm. Harpware Association Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis, 
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CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed tives Wanted” advertisements. AA ee che aon ae * 

accepted free of charge; inserted A aayengpe ay om, S insertions, off. 

pecial rate, these discounts do 

in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 not apply on Position Wanted or Help 
Box number address may be used. Each additional line............ .60 Wanted Advertisements. 

All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 

Each additional line............ .80 Forms close Nine Days previous to date of 


post paid. 

Positions Wanted and Help Wanted adver- 
tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply te “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 





Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, eatalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 


BOXED DISPLAY RATES 
1 inch . + + - $5.00 
Each additional inch.............. 4.00 








publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 














POSITIONS WANTED 


HELP WANTED 





HAVE SPENT SEVENTEEN YEARS in daily touch with hardware 
retailers and jobbers, dealing entirely with heads’ of departments and 
with executives. This work has required high-class selling ability, tact 
and diplomacy. Familiar with all hardware lines, and acauainted with 
more than 50% of retailers and jobbers in the Southeast. Welcome op- 

rtunity show what I can do, either as special traveler, dealing with 
jobbers only or salesman calling exclusively on retail trade. Business and 
character references promptly furnished. Give me a chance and I will give 
a complete satisfaction. Address Box J-432, care of Harpware AGE, 

ew York City. 


AVAILABLE—CONTACT REPRESENTATIVE, to carry out plans 
and licies for the promotion of sales—To develop new channels for 
distribution—Practical merchandising experience. Successful sales record. 
Wide and intimate acquaintance in hardware field. Travelled extensively 
over the entire United States. Desire connection only with manufacturer. 
Salary secondary to proposition offering stability and future. Address 
Box }-401. care of Harpware AcE, New York City. 

HARDWARE MAN with many years of retail experience desires a 
permanent connection with a progressive dealer; I have an expert knowledge 
of shelf and builders’ hardware, tools, paints, plumbing, electrical supplies, 
farm and garden implements. Can take complete charge of paint and 
builders’ hardware departments and am well versed in modern sales and 
merchandise methods. Excellent references. Address Box J-376, care of 
Harpware Ace, New York City. 


EXPERIENCED traveling specialty salesman wants position with man- 
ufacturer of tools, have sold other specialties but tools are my first choice. 
Have traveled the U. S. and Canada to Hardware, Auto, Mill, Mine and 
Factory Supply Jobbers. Have sold Railroads, large industrial plants and 
have a pm general selling and advertising experience. I can furnish 
geod references. Address Box J-426, care of Harpware Acz, New York 

ity. 














SALESMAN with 12 years’ experience selling hardware to and with 
personal acquaintance with Buyers of leading retailers and wholesalers 
throughout New York City, Long Island, New York State, Connectjcut 
and Massachusetts desires connection with reputable hardware manufac- 
turer. Best of references can be furnished, can also furnish car. Address 
Box J-431, care of HarpwAre Ace, New York City. 


HARDWARE MAN, Age 35, married, with 15 years’ experience in 
all branches of the retail and wholesale trade. Specialized in builders hard- 
ware and well experienced and familiar with electrical goods, plumbing 

ppl : nd h hold furnishings. Prefers a position as salesman in 
metropolitan district. Best of references can be supplied. Address Box 
J-402, care of Harpware Ace, New York City. 


HIGH GRADE TOOL MAN, hardware executive, catalogue compiler 
and supervisor, with both sales and purchasing ability, experienced in all 
details of hardware, clectrical and mill supplies desires connection with 
jobber, manufacturer or high class retail house. Can demonstrate saving 
in production of jobbers catalogues. Address Box J-419, care of Harp- 
ware Ace, New York City. 


POSITION WANTED—Young man with nine years’ hardware ex- 
perience both wholesale and _retail seeks permanent connection with oppor- 
tunity for advancement. Could specialize in builders’ hardware, paint, 
tools or housefurnishings. Single, will go anywhere. Address Box J-427, 
care of Harpware Ace, New York City. 


SALES OR FACTORY MAN desires connection with manufacturer of 
tools, builders’ hardware. Either inside or out. Past experience Sales and 
rig x A management. Age 40. Can go anywhere, references, Well known 
to Jobbing and large Retail Trade. Address Box J-434, care of HARDWARE 
Ace, New York City. 


AM THIRTY-FIVE YEARS OF AGE, married and have had fourteen 
tear experience in general hardware lines and have specialized in hot air 
eating and furnace repairing, plumbing and have had complete commercial 
Address Box J-423, care of HarpwarE Ace, New York 




















college course. 
City. 

POSITION WANTED—Salesman, 15 years’ experience in Oklahoma 
calling on hardware and furniture dealers, wants a good line. Can fur- 
nish first-class reference. Address Box J-418, care of HArpware. AGE, 
New York City. 


PLATER, 27 years’ experience. Can produce all plated and antique 
stain-finishes on all metals. Capable of taking charge of installing, plating 
and polishing department. GEORGE FROHM, 326 Columbus Avenue, 
New York City. 


SALESMAN wishes to represent reliable hardware or paint manufacturer 
to cover New England. 10 years’ experience, salary and nominal expenses 
to start. Good references, Address Box J-430, care of Harvware AGE, 
New York City. 
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EXPERIENCED SALESMAN with growing wholesale hardware con- 
cern for established territory, to call on dealers in the metropolitan district. 
Must be willing to work inside until full knowledge of our line is ac- 
quired. Wonderful opportunity to the right man. Good future. Address 
Box J-428, care of HarpwarE Ace, New York City. 





WANTED—A young single man with experience in Guns, Fishing Tackle, 
General sporting goods and Cutlery. Will pay $25.00 per week to start. 
Future wages will depend on selling ability. Fine opening. Address Box 
J-433, care of Harpware Ace, New York City. 





SALES REPRESENTATIVES WANTED 








SALESMAN WANTED 


Real opportunity for experienced salesman calling on Hard- 
ware and Sporting Goods Stores with one of the largest 
Fishing Tackle manufacturers. Liberal commissions. Give 
full information as to qualifications, territory traveled, etc. 


Address Box J-429, care of Hardware Age, N. Y. C. 














STOVE SALESMEN WANTED—Manufacturer of one of the most 
complete and attractive nationally sold stove lines invites inquiries from 
men with established trades in Indiana and Michigan who can produce 
sales volume; compensation commission basis. Address Box J-425, care of 
HarpwarE AGE, New York City. 





SALESMEN to call on better class retail hardware trade with a 
moderately priced assortment of staple lines, favorably considered by the 
trade. Display stand free. $1.50 commission paid immediately on each 
order. Address Box J-424, care of Harpware Acg, New York City. 





WANTED—Men calling on hardware and general stores, N. Y., Penna., 
New England. Special food chopper offer. Very attractive price, fair 
commission, carry sample weighing only two pounds. ROLLMAN MAN- 
UFACTURING COMPANY, Mount Joy, Pa. 


WANTED—Salesman for Wholesale Hardware and Housefurnishing 
House for Catskill Mountains and adjacent territory. Good opening for 
experienced man. UNDERH&LL CLINCH & CO., 84 White St., N. Y. C. 


ROPE SALESMAN WANTED. 
Ib. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 








100 per cent pure Manila rope, 14c. 
i United Fibre 





SALES ACCOUNTS. WANTED 


MANUFACTURER’S REPRESENTATIVE with showroom calling on 
department stores, chain stores and jobbers of hardware and house 
furnishings in the Metropolitan area of New York, Newark, Philadelphia, 
Baltimore, Washington and New England desires additional line for any 
or all of this territory. Address D. L. JACOBY, 225 Fifth Avenue, 
New York City. 


AGENCIES WANTED FOR CANADA. Salesman with eighteen years’ 
experience calling on retail and hardware trade, desires one or two good 
lines on straight commission basis. Best of references. Address J. V. 
AHERN, 107 Wineva Ave., Toronto, Canada. 


SALESMAN with office and warehouse in Utica, would like to repre- 
sent reputable manufacturers of products used by lumber, hardware, 
general merchandise dealers or tinsmiths and roofers. Address Box J-396, 
care of Harpware Ace, New York City. 


MANUFACTURER’S AGENT—Selling wholesale hardware, house- 
furnishings and department store trade, wants lines for Iowa and adjacent 
i neg References. Address—TOM GADD, 607 Crocker Bldg., Des 
Moines, Iowa. 


WANT LINE OF GAS STOVES, heating and cooking, for Tennessee, 
Arkansas and Mississippi. Address Box J-420, care of Harpware AGE, 
New York City. 























NEWDAY SALES COMPANY, experienced commission sales Hard- 
ware-House Furnishing specialties. 5713 Euclid Ave., Cleveland, Ohio. 
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More than 


300 LEADING 
MANUFACTURERS 


Have Made Inquiries Regarding The 


HARDWARE AGE 


DIRECT MAIL ADDRESSING SERVICE 


Many have sent in thousands of envelopes to be addressed. 


These Inquiries and Orders show beyond doubt the eagerness 
with which our Direct Mail Addressing Service has been 


awaited. It fills a long felt economic want. 


But we wish to point out that the least of this service is the ad- 
dressing. Anyone can do addressing. And when done from 


obsolete lists, it is costly at any price. 
Of first importance in addressing is the correctness of the list. 


Last year the upkeep and compilation of HARDWARE AGE 
VERIFIED LIST cost us more than $20,000.00. Our addressing 


stencils are being maintained on the same high plane. 


Yet our prices for addressing compare favorably with the prices 


usually charged for straight addressing. 


WRITE FOR DETAILS 























HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 
239 West 39th Street, New York 


GENTLEMEN: 

Kindly send me the details of your Direct Mail Addressing Service. 
| See ere ee rr er er rie te or ot Se eee ere rT TT eer ee ee eT Pee ee a 
NES bic 5 sie bw'S pa Kiss oo ee 65 0's 541040 S 0S eee b DERE 65.55 05.0500 0554 d5NG Oe 29 bn 0 ees e Ow es SENS bP 


ee eee ee 





HARDWARE AGE 



































INDEX TO ADVERTISERS 














































THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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A. & J. Kitchen Tool Co....... — Eagle Ny Serer ee nr ee — | Lamson & Sessions Co......... 69 | Richards-Wilcox Mfg. Co akaks 17 
Bas Beet CG. oi cc cv ngscves om | Oe BOM GOs) 0. bb ees ose s 59 | Landers, Frary & Clark........ ae MIRROR. T.. ectc ion vwadusvewss = 
AlitioProuty Co. nc ccccccscecs — | Eastern Tool & Mfg. Co........ -— | Laub Products ...0.-..35ee0> we © nom (Co., Oeter © 54 i. sii00 ee = 
American Chain Co............ 2 | Edison Lamp — iacererest — | Leipzig Trade Fair, Inc........ -~ | Robinson, Edward E........... 14 
American Fork & Hoe Co. Edlund Co. ... 504 eT SAOEN OME. . ict. g'04-0546-6.6 0-0 MaMBEHES. 5. oc 5 oink ass 
(Shovel Division) ........... — | Elastic Tip “5 RPE * at 61 | Lufkin Rule Co - | Ruby Chemical Co 
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They look for the “Red 
Tag”—the Mark 
of Quality 
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America’s Fastest Selling Lawn Fence 


Fall—the big season for fence—is at hand: 
Get your share of this business by selling 
your customers the best. Cyclone Orna- 
mental Lawn Fence is made of high grade 
wire woven into beautiful symmetrical 
designs — provides both dignity and pro- 
tection for the home premises. 

Cyclone Ornamental Lawn Fence is un- 
usually durable. Deep crimped pickets and 


triple reverse twisted cables keep fence 
in shape. Extra heavy galvanizing insures 
long durability. Cyclone Lawn Fence is 
known to home owners everywhere. The 
Cyclone “Red Tag” is woven into the fab- 
ric for your protection. Backed by national 
advertising. Order from your jobber. If 
he cannot supply you, write us. 








Feature Cyclone “Red Tag” Products: 


Cyclone “45” Chain Link Lawn Fence 
Cyclone Catch-All and Burnit Baskets 


Cyclone Wire Screen Cloth 
Cyclone Ornamental Lawn Fence 








CYCLONE FENCE COMPANY, General Offices: Waukegan, Ill. 


Branch Offices in All Principal Cities 
Pacific Coast Division: STANDARD FENCE COMPANY, Oakland, Calif. 


SUBSIDIARY OF UNITED STATES STEEL CORPORATION 


AMERICAN BripGe COMPANY 

AMERICAN SHEET AND TIN PLATE COMPANY 
AMERICAN STEEL AND WIRE COMPANY 
Carnects STEEL COMPANY 


PRINCIPAL SUBSIDIARY 
Co _umsia STEEL COMPANY 
CycLone Fence Company 
FEeperAt Suips'Loc. & Dry Dock ComPpANy 


Pacific Coast Distributors—Columbia Stee! Company, Russ Bidg., San Francisco, Calif. 


MANUFACTURING COMPANIES 
Ituino1s STEEL COMPANY 
MINNESOTA STEEL COMPANY 
NATIONAL TuBE COMPANY 


Ou. Wett SuppLy ComPANY 

Tae Lorain Stes. CoMPANY 
Tennessee Coalt., IRON & RaILroap Co. 
UNIVERSAL ATLAS CEMENT COMPANY 


Export Distributors—United States Stee! Products Company, 30 Church St., New York, N.Y. 





©1931, C. F. Co. 
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Speed Up Your RADIO SALES by 
Handling This Nationally Advertised, 
Nationally Accepted RADIO 


At the Lowest Prices in Radio History 


Apartment Model 


{at right} 
A masterpiece of beauty and com- 
pactness. Sturdily constructed cab- 
inet 19 in. high, 14 in. deep, with 
handsomely carved Butt walnut face. 
Incorporates the full size Stewart-Warner 
chassis —with simplified Superheterodyne 
circuit, the latest Multi Mu and Pentode 
Tubes, Tone Control, Full vision dial, 
Electro-dynamic Speaker and Television 
Terminals. Absolutelythelowest priced set 
on the market, with all these big features. 


Complete with tubes 


$595 


The new Stewart-Warner Silver Jubilee Line enables you 
now, and for the first time, to obtain nationally accepted 
radio sets through established HARDWARE JOBBERS. 


With this line, advertised nationally and backed by a 
name already famous for quality, you can clean up big- 
ger radio profits than ever. Sell more sets. Sell them 
easier. Sell them where you never could sell radio before. 


Offered in commemoration of Stewart-Warner’s 25th 
Anniversary, Silver Jubilee Radio surpasses 

all previous achievements—in eye appeal 

—in performance—in price. It incorpor- 

ates the most advanced features known 

to modern radio—even gives world-wide 

reception! 

The simple turn of a dial, converts certain 

models from regular broadcast receivers 

into short wave receivers. Brings within 


Midget Models 


34: 


Complete with tubes 


Line Includes: 
10 Console, Portable and Midget 
Models for A.C., D. C. or batter 
operation. Includes 5 consoles wit 
built-in Short Wave Converters. 
Also separate Short Wave Con- 
verter shown below. Priced from 
$23.95 to$104.75. Complete with tubes 





range foreign countries, ships at sea, local police calls, 

all short wave broadcasts. Opens up a new field of thrills 

—a new appeal for sales. 

Yet due to Stewart-Warner’s vast manufacturing fa- 

cilities, the prices aré the /owest ever quoted on sets of 

comparable quality! 

Investigate now! Your hardware jobber will gladly 

give you full details—or write us direct. Stewart- 
Warner Corporation, Chicago, Illinois. 





Short Wave Converter 


An individual unit which converts practically 
any A. C. or battery operated set into a short 
wave receiver for World-Wide reception. Only 
one dial. No bothersome interchanging of coils. 


Only 8'4 in. high, 1144 inches 
deep, 8 inches wide. $ > 95 
Complete with tubes 
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Soon Master will release 
the greatest padlock con- 
tribution the world has 
ever known. 

MASTER LOCK CO. 


MILWAUKEE, WIS., U. S.A. 
World’s Largest Padlock Manufacturers 


Master Qadlocks «: 


''The only Genuine laminated case@ a = it’s Patented /": Ge y 
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